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still most widely sought after by the nation’s 


foremost shoe designers and manufacturers. 
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You’ll know soon enough for Mimi will 
come into your life ... and into the lives of 26,804,664* LIFE 
readers on May 8th! Mimi and two more high-style, long-wearing 
Vitality shoes in summer white, will be featured in this Vitality adver- 
tisement. They will go right to the hearts of your best women prospects. 


This full page by Vitality in LIFE will be read by 26,804,664. It is 
proof again of the active, year-in, year-out support Vitality is con- 
tinuing to give you. 

It’s further proof that Vitality is doing everything tangible and 
constructive to protect and promote your postwar opportunities for 
increased business. 


So don’t forget ... you’ve got a date to meet Mimi on May 8th. 


*#Figure taken from *‘ LIFE Conti Study of Magazine Audi Report No. 6."" 





Make it a homefront fight — 
by buying War Bonds 


Made by hmerica’s Largest Shoematers 


VITALITY SHOE COM PANY — Division of International Shoe Company —ST. LOUIS, MISSOURI 
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WINNER IN THE BATTLE OF PRODUCTION 


HE’S WORTHY OF 


hee Gest Gowe Kee 22, fer. 


Loncer HOURS, AND HARDER WORK are paying 
dividends in more and better bombers. Bigger pay 
checks, wisely invested, assure fulfillment of his Post- 
War plans. Treat him courteously, fit him carefully — 
he’s a true American Gentleman and a guarantee of a 
sound and prosperous business for you when Victory 


Craddock-Terry Shoe 


Corporation - 


comes. American Gentleman salesmen are now in their 
territories, but must confine their sales to established 
accounts; however, they’re looking forward to the day 
when this line can be made available to all the mer 
chants who believe in it. Consistent National Adver- 
tising is building consumer acceptance for that day. 


TO RETAIL PROFITABLY 
$650 $"yoo 
5 TO 7 


DENVER WEST SLIGHTLY HIGHER 


/MENS DIVISION 
Lynchburg, Virginia 
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Six Timely 
‘Tricks of the Trade” 


It’s no trick to ring up sales today...it’s know- 
ing how to stretch your stocks and shrink 
your expenses that takes the magic touch! 
How to stay in business, that’s the question. 

le’ve asked that question of dealers all 
over the country and here are some of the 


answers: 


WALK-OVER 


SHOES FOR MEN AND WOMEN 
Prices $8.95-$10.95—Keith Highlanders $13.95 
Geo. E. Keith Company. Brockton 63, Mass. 


00 
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1 Where stock is limited, or irreplaceable, 
limit sales to one pair of shoes per person, 
no matter how many stamps are presented. 
(Boy, does that take courage! ) 














2 Buy more sizes in fewer styles, so you can 
fit each customer in at least a couple of shoes. 





3 Give “old faithful” customers the atten- 
tion they deserve. Also spend more time 
with every customer. 





4 Accept substitutes cheerfully and any 
windfall of extra shoes that may come your 
way. (You can dream, can’t you? ) 








5 Keep an eagle eye on all expenses. Watch 
for ways to save light, heat, materials, ete. 





6 If your stock is way down and you have 
been actually selling yourself out of busi- 
ness, open later, close earlier, observe all 
holidays and take a two weeks’ vacation! 
(Who knows when you'll get the chance 
again? ) 


P.S. To stay in business after the 
war, tie up with a manufacturer with 
a solid reputation for quality and fit. 
Write Walk-Over today about a post- 
war dealership! 








4 
4 
No...we're not magicians 


It’s not difficult, in times like these, to take the easy way out, with 










that now time-worn excuse: “this is war.” We refuse to do it. 
Nor, like our magical friend above, will we try to infer we can do 
the impossible. We can’t. We have always bent every effort to 
combine the best in available materials and workmanship . .. and 
that goes today. Maybe that’s why so many of America’s shoe 
dealers continue to swear by—not “at”— Roberts, Johnson & Rand. 


They know we're not magicians... but we’re doing all we can. 





ROBERTS: 
JOHNSON 
& RAND... : 


Division Internatic 


AMERICAS No 


nal Shoe Co.. Saint Lou 


| SHOE MANUFACTURER 
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# = NOW...in dramatic, forceful national advertising* 
Bates is telling all about the timely, practical, basic 
re of BATES ORIGINALS . .. “Slipper-Free Where Your 
foot Bends”. It’s sound... it’s easy-to-sell ...easy-to-prove. 
NOW... Bates offers an unusual, sales producing plan 
to support this effective selling feature. It’s complete in 
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every respect... from a striking new window display 

to appealing new consumer material. Watch Bates dealers 
go places...better still, participate in this new advertising- 
merchandising prograin and share in more profitable 
repeat sales ...The Bates Shoe Company has . 

made shoes in Webster, Massachusetts,since 1885... 


*IN ESQUIRE AND Time 
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YOU 
MAY NOW: 
USE 
OUR 


Our patent for this process is available for general 
use on a royalty or franchise arrangement. 


Write us for complete details. 


This patent.on a Shoe Construction process covers the method 
of making platform shoes combining a slip-lasted forepart - 
(popularly known as the California Process) with a closed 
quarter containing a moulded, or formed, counter. This patent 
is now available on a royalty or franchise arrangement, 


but infringement without authorization will be fully prosecuted. 








a... CO., MAKERS OF “FERNCRAFT” AND “CALIFORNIA SUN-EES”, 2847 $O.-GRAND AVE., LOS ANGELES 7, CALIF. 
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UP IN "THE WILD BLUE YONDER” 


The Boys Wear Leather 


A flock of war birds uses a great deal of leather, and much of the Evans 





output is in the stratosphere these days. But there's still some Evans leather 


for civilian use ... of the same fine quality for which Evans Leathers — 
Ruby Kid, Cara Kid, Peerless 
Colored Kid, Brogandi and 
Jimmy Pig — have long been 
notable ... and in which our 


loyal customers share fairly. 


JOHN R. EVANS & COMPANY 
Camden, New Jersey 



















FREE or 
GRINDING SERVICE 


Drills still long enough to 
be used should be sent to 
the nearest (6/C Branch 
Office. There they will be 
resharpened without cost. 


ANNE 


\ 
\ 
\) 


These suggestions are pub- 
lished to help users conserve 
wood heel attaching drills. 
Maximum production from 
every tool and part is essen- 
tial in these critical times. 





SSS 


Go 


nw 


‘ey 4 WAYS TO INCREASE 


DRILL LIFE 


at the wood heel attaching operation 


Machine tools, skilled machinists and a high grade of tool 
steel are needed to make the drills used in wood heel 
attaching. Every carelessly broken drill puts an added de- 
mand on materials and facilities that are essential to im- 
portant war production. Get the most out of every drill. 


Don’t Force the Drill. Let the drill cut its own way into 
heel. The operator should merely guide. 


Remove the Drill Carefully. Don’t bend the drill out of 
line. Many drills are broken when the operator starts to 
move the shaft away before the drill point is clear of the 
hole. 


Don’t Use a Dull Drill. There is a temptation to force a 
dull tool. When cutting becomes more difficult or slug- 
gish, put in a sharp drill. 


Have Shanks Correctly Positioned. Extreme care should 
be used when steel shanks are attached, to see that the 
heel end slot of the shank is accurately placed so as to 
allow clearance for the drill. 
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moisture-proof . . . no wonder, 
Mr. Retailer, your customers ap- 
preciate the extra value you give 
them in shoes with Rajah Soles. 


Topay, as always, the smartness 
of Rajah Soles is in demand by 
md fashion-wise moderns! Long wear- 
ing, comfortable and thoroughly 


Kajah SOLES 





U.S. PAT. OFF. 











APRODUCT OF ALFRED HALE RUBBER COMPANY, NORTH QUINCY, MASS 
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By UNITED LAST COMPANY 










































































Both styles are made in Men’s and Women’s sizes and 
are produced entirely from non-restricted materials. 


Now in stock in all standard sizes and widths and in the 
following colors:— 


No. 1—Highly polished No. 1—“Pastel” blue or polished 
Men’s light mahogany Women’s light mahogany 
No. 3—Oriental “Mandarin” red or 
highly polished light mahogany No. 3—“Pastel” blue 


These shoe trees are attractively 
priced for profitable consumer sale. 


UNITED LAST COMPANY 


MARBRIDGE BUILDING ROOM 503, 47 WEST 34th STREET, NEW YORK 1, N. Y. 
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Thirty years ago we were interested in helping 
our Customers get more wear from their rubber 
footwear. Last year, 1943, we ran extensive 
advertisements...modernized of course... still 
telling the same story. Today we believe this 
story is more important than ever before. We 
believe there is a moral to this; Ball-Band Foot- 
wear, down through the years, has meant much 
more than just another item to sell. Ball-Band 
Footwear . . . to millions and millions of Amer- 





“THOUGHTLESS 
TREATMENT 
OFTEN RUINS 
GOOD RUBBER 
FOOTWEAR” 


Ball-Band advertisement reprinted 
from Farm Journal, December, 1914 


icans has come to mean THE footwear with a 
REPUTATION! After they have purchased 
Ball-Band footwear ... they know that YOUR 
interest and OUR interest still goes on. Even 
after another 30 years from now, the Ball-Band 
Company will still be interested in customers 
getting MORE and MORE wear from Ball-Band 
Footwear... will continue to maintain its 
REPUTATION for higher quality, longer 
wear, greater satisfaction. 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 


MISHAWAKA, INDIANA 


BALL-BAND FOOTWEAR 


RUBBER—LEATHER—CANVAS—KNITTED & FELT 


BUY MORE WAR BONDS 

























f The Trees Still Grow. . . 


~ 
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They are not only symbols of the sun-and-storm 
growth which is America. They are witnesses of 


the promise of plenty. Promise? Yes. Even when 


Sage ag ES 


no present date can be assigned for the plentiful 


supply of civilian needs, this promise stands— 
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When our war objectives are accomplished, you will 


again be able to provide your customers with 


genuine top-grade sole leather .. . the leather now 


demanded for the foot comfort and all-seasons’ 
protection of military millions. No substitute for 
them, ever! And never in our 63 years have we been 
so proud of the world-wide recognition of “Rock 
Oak” as an indispensable product for which there 


is no acceptable substitute. 


THE AMERIGAN OAK LEATHER COMPANY 


CINCINNATI CHICAGO ST. LOUIS BOSTON 
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MORE MEN WEAR 




















A THAN ANY UTHER 
BRAND IN THEIR 
PRICE RANGE 


4 There must be a reason. There is! Retailers have 
tonsistently voted Fortune first in its price range 

for style, fit and value. Sales representatives are now 
in their territories with the new Fortune line for Fall, 
and a knockout advertising program which 

includes color ads in The Saturday Evening Post 

ond Collier's. Keep your eye on Fortune— 

now leading America in its price range. 
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SOME STYLES HIGHER 


























HICHLAND-DAVIDSON SHOE CO. 


A DIVISION OF GENERAL SHOE CORPORATION 


NASHVILLE 1, TENNESSEE 
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Celastic Box Toes fre bmnjort and Utility 
a 


The Chukker Boot— popular with . . —. » 





Army Officers — is built for com- aa 


’ 


fort, appearance, and utility. 
In footwear of this type, Celastic 
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gives the finished boot such essen- 
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unites toe linings and vamps and \Se - — f) J 
~— 
tial qualities as forepart smoothness, 

flexibility, durability, and smart 

appearance. 

Celastic is also a controlling ele- 

ment in preserving the wear-life of 


useful shoes. 
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THE QUALITY 


The CHUKKER BOOT BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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A In the whole wide world of 


shoes there is only one Glove 


ARNOLD Ccthenties 
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Glove Grip 


COMFORT FEATURE AND 


am Sales FEATURE, TOO 


Grip ... And only Arnold shoes have it. 

Developed originally to provide super- 
lative qualities of easy comfort and fit- 
ting, the Glove Grip construction has 
become the outstanding sales feature of 
this nationally famous men’s line. It has 
been rightly credited for bringing many 


an Arnold customer back year after 


year to buy the same Arnold style that 
he bought the first time. 

The soundness of the Glove Grip 
principle and its national acceptance in 
Arnold shoes make an unbeatable com- 
bination on which to build a top-quality 
men’s business—especially with an eye 
to post-war planning. 

M. N. ARNOLD SHOE COMPANY 

South Weymouth 90, Massachusetts. 


WITH THE 
Glove Grip 














The DEARBORN 


473) a, piste 























Hur 
Eve 
R 
—~ LY 

josl atways Sols cul Drral 

Today’s problem of supply is more a matter of too 

great a demand rather than too few shoes. On the 
strength of their 52-year-old reputation for qual- 
ity, Florsheim Shoes are the ones most men ask 
for today—because they want the one pair of shoes 
they can buy to be the finest pair they can own. 

- Most Style S Chestn 
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THE FLORSHEIM SHOE COMPANY + CHICAGO * MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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3706-1 
Pom Pom 

Black Gabardine 
142 Last 19/8 Heel 


3689-1X 
Lupine Anklet 
Black Patent 
141 Last 21/8 Heel 








your shoes delightfully harmonizing 


BUY WAR BONDS 


#86. we Par. OFF 
ALLURING FOOTWEAR 


TWEEDIE FOOTWEAR CORPORATION : Jefferson City, Missouri 
sence 4874 





Reduction of Advertisement 
VOGUE April 15 Issue 






Keep Her Pretty 





Nationally Adwertised 


TWEEDIE FOOTWEAR CORPORATION «+ JEFFERSON Girt. MISSOURI 
Shoemahers Since 1974 
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HENRY SPELMAN, JR., who ful- 
filled his term of office as Chief of the 
Office of Civilian Requirement’s Leath- 
e: Branch, wrote us a little letter rela- 
tive to his successor, Frank H. Miller, 
the new chief—that indicates how one 
man should hand over his work, speci- 
fications, etc. to another—particularly 
when they are engaged in so major 
an undertaking as an all-over survey 
of raw materials; what preparation 
for civilian use after Army require- 
ments have been satisfied, etc. 

We take the liberty of quoting part 
of Mr. Spelman’s letter: 

“Tt is my opinion that the shoe man- 
ufacturing and retailing industry is 
particularly fortunate in having Frank 
Miller continue the work that I have 
started for OCR. Frank has worked 





his way up from the bottom and, as 
you know, is one of the top-flight ex- 
ecutives in the kid tanning industry 
today. He secured his college educa- 
tion the hard way, by going to night 
school, and he has distinguished him- 
self not only by being an exceptionally 
versatile and able general manager, 
but also by taking a leading part in 
guiding G. Levor’s relationships with 
their employees. 

“He approaches his new work with 
a keen desire to be of real service to 
our civilians during this wartime pe- 
riod. As a tanner he will be free 
from many of the difficulties that com- 
Plicate the problems of a government 
administrator who is drawn directly 
from one segment of the trade or in- 
dustry with which he is working. Mr. 

iller’s interests are broad and world- 
wide and he will command the respect 
of all the members of the many other 
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ERIC JOHNSTON SAYS: 





—A very brilliant young man is this 
Eric A. Johnston, President of the 
Chamber of Commerce of the 
United States. 

—He is a staunch advocate of all 
the basic principles of "freedom" 
which have made America the 
most-desirable-to-live-in country 
in the world today. 

—From an address he made before 
the Institute of Arts and Sciences, 
Columbia University, some time 
ago, | quote: 

“What have been the sources of 
American greatness? One of them, cer- 
tainly, has been the fact that America 
placed no ceilings on opportunity. Every 
bench mechanic has expected to become 
foreman, every section hand has looked 
forward to becoming railroad boss, 
every little business man has labored to 
enlarge his business. In other countries 
men and women have accepted fatalis- 
tically the station in the economic 
scheme to which they were born. In 
America the son who did not strive to 
surpass his father has been the excep- 
tion rather than the rule." 

—Eric Johnston will soon be flyin 
to Moscow for an interview wit 
Stalin and leading Russian indus- 
trialists. 

—America will await his reports 
with more than ordinary interest. 


—Keep your eye on this chap Johns- 
tonl 


—He is a sure-fire comer! 


President 
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government agencies with whom he 
must work. 

“A tribute, therefore, to the tanning 
industry of the Tanners’ Council who 
have taken so large a share of the 
burden of supplying much-needed ad- 
ministrative personnel would also be 


in order.” | 
* + * 


EDWIN L. BECKWITH, president of 
the Beckwith-Victory Plastics Prod- 
ucts Co., Hudson, Mass., and co-dis- 
coverer with Charles Maclver of a 
method by which bayonet scabbards 
are made of plastic, is in the market 
for some skilled labor—as who isn’t? 
From here on, however, Mr. Beckwith 
diverges sharply from the normal. 
What he wants are two men who can 
play the fiddle and one man who 





blows both hot and sweet on the 
trumpet. 

The connection is not clear until it 
is explained that one of Mr. Beck- 
with’s extra-curricular activities is 
leading a dance band which gives its 
time and talent free to Boston and 
near-Boston service clubs and centers 
where funds for such entertainment 
are not available. 

Another divergence from the normal 
becomes apparent when the member- 
ship of the band is studied. All are 
top-flight business executives and pro- 
fessional men: Judge Raymond §. 
Wilkins of the Massachusetts Supreme 
Court; Robert G. Payne, treasurer of 
Buckley & Scott Oil Co.; Walter E. 
Robb, partner in the bankers’ under- 
writing firm of Graham, Parsons & 
Co.; Lt. Gibbs Sherrill, U.S.N.; J. 
Langdon Sullivan, president-director- 


















treasurer of a number of important 
corporations; Dr. Howard M. Trafton 
of the internationally-known Lahey 
Clinic; Dr. Walter Goodale, Army 
Medical Corps; and Walter McKim 
of the McKim Aircraft Equipment Co. 
Instruments currently include saxo- 
phone, xylophone, piano, drums, 
banjo, guitar, bass viol, trombone and 
accordion. All told—an unique and 
highly appreciated contribution to the 
war, effort—one that Mr. Beckwith 
hopes will be copied in other cities. 


* + 


U PON receiving his “greetings” from 
President Roosevelt, a retail shoe 
fitter in the midwest expresses the fol- 
lowing, in a legacy and lament. We 
withhold his name for obvious rea- 
sons but there is no question but what 
he will make a good soldier because 
he already has learned the G. I. Gripe 
—tempering cynicism with humor: 





“Today I leave for the Army, after 
fifteen years at the fitting stool, and 
God grant I may never have to return 
to it again. Believe me, that death 
on some far-flung shore would be more 
welcome. I said goodbye to the boss 
without regrets, after spending my 
last few days before my induction try- 
ing to help him get someone in my 
place. He gives me no bonus or gift 
nor assurance that my family will not 
be in want while I go to fight for my 
country and his. Rather, he is resent- 
ful that it is difficult to get the right 
man. The only prospect he has to 
replace me, is not a regular shoeman 
as he doesn’t care for juvenile trade, 
nor trim windows, nor is able to help 
with the buying. Besides, he demands 
fifteen dollars per week more than I 
was getting. Goodbye, Boss, old hog, 
may you stew in your own juice. 

“I also say farewell to the many 
customers, personal and otherwise, 
whom I so faithfully served, and for 
whom I missed so many meals and 
worked overtime to please; and who 
literally ate my heart out when they 
came to buy and complained months 
after the shoes were bought. You, 
particularly, Mrs. Ponderosa, I leave 
without regrets, for the thankless job 
of spending my youth kneeling at your 
grotesque feet. If you paid twice 
what you did for the service you got 
it would be dirt cheap. You often 
paid two dollars an hour to your 
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plumber or garage man or electrician 
and I am certain that I know my job 


as well or better than they do theirs. 

“And last, but not least, I say Au 
Revoir to the shoe manufacturers. 
You who think you have troubles of 
your own. They are as nothing com- 
pared to selling your product one 
pair at a time. It is my fervent hope 
that some day you will yourself be 
compelled to dispose of your own 
product at retail, and while doing so 
expire of arterior sclerosis. 

“Dear Editor, you are the one I 
leave with regret. You have tried to 
teach the boss to pay his help a re- 
spectful wage and to educate the sales 
help to deserve more, even though you 
never got it. You have tried to get 
us shoes that wear and don’t slip at 
the heel and short back lasts and bal- 
anced size-ranges and less crazy styles 
and I perceive that yours is still a cry 
in the night. 

“Others will grow to take my place, 
I suppose, but they are the suckers 
who will live to regret their choice or 
take to strong drink to cover their 
miseries. At best, they will wind up 
lean, broken and derelict.” 

(Editor's Note: You'll be back be- 
cause there is something about shoes 
that will never get out of your blood.) 


* * * 


WALKER T. DICKERSON, president 


of the Walker Dickerson Co., Colum- , 


bus, Ohio, says: 
“Shoes are the only item of apparel 


WAZ 


NUD 
> 


that is rationed and upon which a 
price ceiling has been placed and no 
industry has tried harder to observe 
the rules and regulations of the WPB 
and the OPA than the shoe manufac. 
turing industry and the shoe retailers, 
But, for some unaccountable reason 
some of the committees in Washing. 
ton try to make a football out of the 
shoe industry; apparently not realiz- 
ing that if you are naked you can 
wrap any kind of cloth around your 
body and get by—if you have a pair 
of shoes. But, if you are barefooted 
you are out of luck. 

“I think the decision of the Office 
of Civilian Requirement allocating 
350M bends per month to the repair 
industry and only 480M bends per 
month to the shoe manufacturing in- 
dustry is one of the most lopsided de- 
cisions ever to come out of Washing- 
ton concerning the shoe industry.” 

eh ee 


EVERY member of S. R. Battenfield’s 
all-girl staff at San Diego, California, 
was a former customer. Every one 
was hired while making a purchase. 
Everyone is doing a grand job. With 
their boss they handled a 366 pair 
day and their store has topped the 
budget standings thrice in a row 
already this year, due primarily to 
splendid work in the accessory di- 
visions. Ruth Balthazor, cashier and 
hosiery stylist; Harriet Trane, assis- 
tant manager and Jeane Trane, sales- 
lady were recently photographed. 

* * * 
ILLUSTRATION on page 25 of this 
issue is a reproduction of the official 
Mothers’ Day poster, copyright 1944 
by the National Committee on the Ob- 
servance of Mother’s Day, Inc., 393 
Seventh Avenue, New York. 
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"Your helium-filled shoe idea for relieving war workers’ foot strain is fine, Sir—but 
doesn't it need a bit more perfecting?” 
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Portfolio of Styles—Fall, 1944 


For the first time since shoe styles were frozen there was 
a fresh look to Fall lines exhibited at the biggest shoe 
show gathering New York has ever known, held the third 
week in April. The release last month of one new last on 
one heel height to each manufacturer of women’s, men’s 
and children’s, in each of these three types, was largely 
responsible for the breath of new life and inspiration that 
seemed to blow through the new lines for Fall. 

The feeling of fresh interest was not alone due to the 
use of these new lasts, however. Even manufacturers who 
did not introduce a new last have managed to give a differ- 
ent look to their Fall lines by changing heel heights, put- 
ting a former round toe pattern on a square toe last, by 


by ELEANOR RUTLEDGE 


opening backs and closing toes, by adding novelty details 
to soles, such as a rolled edge, a wheeled edge, an exten- 
sion sole squared off at the toe, by transferring perfora- 
tions from one pattern to another and by reviving patterns 
which had not been made for several seasons but which 
met the requirements of M-217. 

The common denominator of the new lasts is the broader 
tread and the rounder forepart. Many of these lasts, espe- 
cially in the more conservative lines, are definitely not Baby 
Doll lasts, but the influence of this last is unmistakable. 
The latest version of the Baby Doll is a vast improvement 
on the original. More graceful, and refined in silhouette, it 

[TURN TO PAGE 83, PLEASE] 


Part | of a Pictorial Survey of Shoes 
that Caught the Buyers’ Interest at 
the New York Shows. 














What Shoe Men Said at the Shows 


Our Inquiring Photographer Interviews Representative Mer- 





TY ws = 


a 


chants Picked at Random at the New York Shows, and Presses 


the Camera Button as They Tell What's New or Exciting in Shoe 
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Business As They Find It Today, Here, There, Everywhere 


tomers know shoes are not as plentiful 
as they have been and are willing to 
accept substitutes. Rationing has 
made women more shoe-conscious than 


Commends Co-operation 
Of Merchandise Sources 


West Indies Customers 


Prefer U. S. Shoes 
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Leslie Gardner, Oneonta, N. Y. 

Mr. Gardner is a former presi- 

dent of New York State Shoe 
Retailers Association, 


“THERE is a ‘definite merchandise 
problem, with the present trend 
toward trading up. The dealers who 
carry shoes in the lower grades have 
suffered considerably. We have always 
been lined up with the better grade 
manufacturers and they have stood by 
us in the present emergency. Our 
stocks, however, are off at least 25 
per cent, while demand is up a cor- 
responding 25 per cent. 

“So far as manpower is concerned, 
like all other retailers, we have had to 


they ever were before.” 
* 8 © 


Biggest Retail Problem 
How to Get Salespeople 
“We carry men’s, women’s and chil- 
dren’s shoes. So far our biggest prob- 


lem has been to get salespeople to 
take care of our business. We have 





Robert S. Mather, N. Hess & 
Sons, Baltimore, Md. 


been using women to replace the men 
we have lost, and have found that 
they work out very well. We have 
no special training course for them, 
other than having them under the 





Adolph Fuchs, Fuchs & Gelb- 

stein, Aruba, N. W. I. and Leon 

Tauber, Tauber Hermanos Cura- 
cao, N. W. I. 


They come all the way from Nether- 
land West Indies to visit the New 
York Shoe Shows. 


om. sie 

Bi SINESS is exceptionally good in 
both Aruba and Curacao. We import 
most of our shoes from American 
sources, for our customers prefer them 
to those made in other countries. We 
did import some men’s shoes from the 
Argentine, but our customers did not 
like them; their styling and fit doesn’t 
compare with those made in the 
United States. As far as women’s shoes 
are concerned, we sold some colored 
shoes made in South America; while 
their styling wasn’t as good as the 
American shoes, and while they are 
more expensive than those made in 
this country, they were not too hard 


to sell.” 
* + 
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resort to using green clerks, but we supervision of trained salespeople. Complain of Two Tones Mr. a 
check on all fittings. Thus we have But we don’t hire them unless they But They Buy ’Em Hartl. 
been able to fit the majority of people = have had previous shoe experience. pa 

who come into the store. There is no “Deliveries have been running about Our business is very good, espe . 
reason why customers can’t find some 30 days late, but it has not been too cially in the better grades and for Our 
shee to fit them, even if it’s not in hard to manage with the shoes we've _ casual types of shoes. We carry only ized 
the particular style they prefer. Cus- _ been getting.” women’s shoes. As far as two-tones Valley 
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Jack Nahan, Jack Nahan Shoes, 
Los Angeles, Cal. 


are concerned, there have been some 
complaints from women customers be- 
cause the greater portion of the shoe 
is fabric, but we have not found many 
cases where the customer was deterred 
from buying the shoes on this ac- 
count; they realize that these are the 
only two-tones which will be available. 
We have had much difficulty as far as 
the manpower situation is concerned. 
We lost four men to the Army out of 
a staff of six and have not been able 
to replace them. My wife and I are 
working longer hours and working 
harder to take care of our trade. So 
far we have been able to manage 
without too much difficulty.” 
* * om 


Quotas Inadequate to Satisfy 
Children’s Shoe Demand 


we 
A a ce roe 
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Mr. and Mrs. H. C. Wade, J. M. 
Hartley & Son Co., Fairmont, 
W. Va. 


“Our store is in a highly industrial- 
ized community—the Monongahela 
Valley—consequently, we have found 
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business exceptionally good. We carry 
women’s, misses’ and children’s shoes. 
The demand for children’s shoes is up 
considerably, and while we have been 
getting our quotas, we have not been 
able to get enough to satisfy the- de- 
mand entirely. By careful planning 
we have been able to manage fairly 
well. We carry better grade shoes, so 
we do not expect to feel any effects 
from the release of inexpensive chil- 
dren’s shoes from rationing.” 


* 
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Women Help Solve 
Manpower Problem 



































E. S. Bomar, Kerrison’s, Charles- 


ton, S. C. 


“Srocks are low and replacements 
have been slow; deliveries have been 
coming in about 30 to 60 days late. 
We have noted a decided trend to 
larger sizes which we attribute to the 
increased amount of walking which 
women are doing these days. Man- 
power is a problem, but we are re- 
placing men we've lost with women. 
We have always had some women 
salespeople, and we find that they 
work out very well. We train new 
sales help by having them work under 
the supervision of a trained salesper- 
son.” . 
* x x 


Finds Quota System 
Works Out Well 


“THE shoe manufacturers have done 
a splendid job in supplying retailers 
with shoes. Their system of putting 
retailers on a quota, while it may seem 
to be a drastic step, actually works 
out well. The public, too, are getting 
used to taking the next best if what 

























Joseph Dunn, Dunn’s Shoe Store, 
New Castle and New Kensing- 
ton, Pa. 


they want isn’t available; consequent- 
ly, they are not so particular about 
having a certain style. We carry 
women’s shoes in the higher brackets, 
and have been managing very well 
so far.” 

* * * 


Shipyard Workers Buying 
Higher Priced Shoes 





W. C. Pharaoh, Oreck’s, Duluth, 


Minn. 


“Wr are a women’s specialty shop, 
and we have found our demand in- 
creasing, for one thing, because we 
are in an industrial community with 
five shipyards, iron mines, etc. For- 


[Turn to page 56, please] 
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Business; Abnormal Increase, Induced by 
High Pressure Methods, May Prove Unprof- 
itable. Constructive Sales Building to Pro- 
vide Healthy Growth More Effective in the 
Long Run. Returns and Shortage Problems. 


by EDWARD HAHN, President 
William Hahn & Co., Washington D. C. 


THE most important stock in trade of a successful retailer 
is not his “shoes and ships and sealing wax,” but a thor- 
ough understanding of his customers’ reactions. When a 
store’s sales increase from year to year at a normal rate, 
that is an indication that its customers consider it efficient. 
So in this entire discussion I shall consider retail efficiency 
principally from the customer’s point of view. 

While a normal growth indicates a sound business, ‘ab- 
normal sales increases, induced by high pressure sales, fre- 
quently increase markdowns and expenses to such an extent 
that these sales increases prove unprofitable. In both the 
1941 and 1942 reports, the Harvard Business School divided 
department stores into four groups, according to their ratio 
of sales increases over the preceding year. In both years 
the ratio of the increased amount of expenses to the in- 
creased amount of sales was progressively higher with the 
stores reporting the largest sales increases. 

When any store’s sales do not increase naturally at a 
normal rate over a period of years, it is an indication that 
it does not enjoy a sufficient amount of consumer accep- 
tance. The reason will be found in its merchandise, its 
policy or methods, or in outside conditions such as location 
or excessive amount of competition. No amount of forced 
promotion can permanently correct such unsound condi- 
tions. Many stores have found that an excessive amount 
of forced sales is like morphine; the patient has to con- 
tinue taking stronger doses, and each dose adds an in- 
creasingly proportionate amount to its expenses and re- 
duces its prestige with its customers. 

When my firm leased its first department in a depart- 
ment store, the owner handed me a column of its last 
year’s daily sales figures, headed “Beat Last Year.” I 
naively asked “Why?” He looked at me with a disgusted 
expression that plainly said: “Is this the dumb cluck I 
have entrusted my department to?” So I remained dis- 
creetly silent. 


We had found that frequent sales were injurious, and 
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RETAILERS, PREPARE NOW! 


Normal Increase in Sales Indicates Sound 
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CHAPTER V 


SELLING: 





The Power That Propels the Retail Machine 


ratio of expense seems to increase as they grow. Besides. 
the executives of large retail firms lose the personal touch 
with their customers and employees, that is such an im- 
portant factor in successful retailing. 

I shall mention during these articles methods that some 
large retail organizations have adopted to stimulate that 
important personal contact. But that intimate touch with 
their customers is a decided advantage that efficient small 
retailers possess that their large competitors can never fully 
overcome. 


Returned Merchandise 


For years retailers have been wailing about the increas- 
ing amount of merchandise that their customers are re- 
turning to them. But since customers dislike the bother of 
exchanging and returning merchandise even more than 
stores, the solution lies mainly with retailers themselves. 
A high rate of returns often indicates poor buying, as 
evidenced by inadequate assortments and sizes, or inferior 
or poor fitting merchandise. Besides, every store that 
studies its records of returned merchandise, as it should, 
knows that a high rate of returns often indicates poor 
supervision, and is invariably higher with its most ineffi- 
cient salespeople. 

The rate of returned merchandise of large stores is gen- 
erally higher, one reason being that a larger proportion of 
their business is generally in credit and C.O.D. sales. It 
is so much easier for a salesperson to sell unsuitable mer- 
chandise to a charge customer. “Let me send it on ap- 
proval” is the time-worn racket of inefficient salespeople 
to put the skids under difficult customers. 

However, the difference in ratio of returns between large 
and smal] stores is so great that there must be a more 
fundamental reason. Does it indicate that smaller stores 
have more efficient buying and supervision, and that they 
have better trained salespeople? I know this to be a fact 
im many stores that I have observed. When I discuss Buy- 
ing and Selling, I shall mention how many stores have 
been able to reduce the amount of their returned merchan- 
dise. The amount of a store’s returned merchandise mea- 
sures its customers’ acceptance of its Buying and Sellin 
methods. as a . 


Stock Shortages 


Stock shortages vary greatly in stores and departments. 
A too complicated system, faulty supervision, poor training 
of personnel and other reasons are largely responsible. 

Many stores have reduced their stock shortages by in- 
stalling a simple “In and Out” record by number of items. 

movement of merchandise is listed in two columns. 
Incoming merchandise from wholesalers and returns from 
customers are posted in the “In” column. Sales and re- 
turns to wholesalers are posted in the “Out” column. It 
[TURN TO PAGE 60, PLEASE] 





NE hot summer evening in 1933, half a dozen very tired re- 

tailers, representing department stores, mail order houses 
and national chains, sat around a table in the ante-room of 
General Hugh Johnson, in the imposing new building of the De- 
partment of Commerce, in Washington. It was the fag end of 
@ committee session that had been struggling to construct a satis- 
factory Retail Code for the NRA. 

The Code had been practically completed weeks ago.’ But some 
determined retailers had insisted on a clause that would prevent 
merchandise being sold as loss leaders at a price below 10 per 
cent above wholesale cost. In publicizing this provision, news- 
papers had interpreted it as guaranteeing merchants a 10 per 
cent net profit. So labor unions were up in arms. While admit- 
ting the fairness of this provision, the administration did not dare 
approve it. 

Suddenly a retailer who had played a rather quiet and un- 
obtrusive part in the proceedings, meekly piped up: “This sug- 
gestion sounds dumb. But certainly labor could not object to 
our protecting labor. Suppose we say that no merchandise may 
be sold below the wholesale cost, including retailers’ cost of 
labor." All of the retailers present agreed that this was just 
another dumb suggestion. But at that moment Louis Kirstein 
popped in. He as suddenly popped out, into General Johnson's 
office, and the next day the President signed the Retail Code, 
containing that selfsame “Loss-Leader™ provision. 

There was so much confusion about what that obscure provi- 
sion meant that the President had to interpret it as meaning that, 
since the cost of retail labor ded that nt, it would be 
construed as “no merchandise should be sold below 10 per cent 
above wholesale cost,” the same as the original provision. 

The retailer who made the suggestion was Edwin Hahn, of 
William Hahn and Co., a retail shoe firm that had been estab- 
lished in Washington by his father in 1875. His head had always 
been full of ideas that led to new ways of doing thin 

When the NRA became law some members of N.S.R.A. 
were alarmed, because NRA ruled that in order to represent a 
trade, a trade association must comprise a certain number of 
paid members. At the time the association's actual paid ber- 
ship was less than the required number. So Ed Hahn came up 
with another suggestion that it put on an extensive membership 
drive. Working night and day with Herbert Rich of Washington, 
and with the aid of Arthur Anderson and gre Gayou, then a 
member of BOOT AND SHOE RECORDER ; 
in obtaining, in just three weeks, 2000 paid members. 

Ed started to be an engineer. He graduated from Technical 
High School in Washington and was studying at Massachusetts 
Institute of Technology when his father was stricken, and he de- 
cided ot go into the shoe business. 

For years Mr. Hahn advocated that since the interests of shoe 
retailers and manufacturers were identical, they should pull to- 
gether. So when the two associations finally decided to put on a 
joint convention ten years ago, he was made a member of the 
committee to plan the gathering which became known as the first 
National Shoe Fair. He was an early advocate of the idea of 
changing the convention date from January to November and 
he sponsored the merchandising clinic idea at conventions to give 
retailers expert advice on their problems, replacing the long, 
tedious convention sessions filled with stuffy speeches. Few shoe 
merchants have contributed more constructive ideas than Mr. 
Hahn to the advancement of the shoe trade. In this series of 
articles, appearing in BOOT AND SHOE RECORDER, he ex- 
pounds some of principles of merchandising and accounting 
which he believes will be essential for future shoe retailing. 

















































Shoe repair procedures attracted the keen interest of movie actress Anita Louise at 

her recent visit to the Quartermaster Replacement Training Center at Camp Lee, Virginia. 

From the looks of things, Miss Louise herself managed to attract plenty of interest 
on the part of the men there. Official United States Army photograph. 





TIME 





Lt. Pauline Sommars of Aldrich, Minn. (left), and 
Lt. Blanche Sigman of Cambridge, O. (right), 
Army nurses, photographed shortly after their 
arrival on Anzio Beachead. Lt. Sigman laces up 
her high shoes in anticipation of rugged footwork. 





Major Frank J. Collins of Brackenridge, Tex., 
points to his high boots during a recent stay in 
New York. A former Texas Wesleyan football 
player, he is credited with shooting down nine 
enemy fighter planes and sinking a German cruiser. 
He wears the DFC, Silver Star and Air Medal. 





PFC James M. King of Delphi, Ind., picked out us 
a “casualty” on Second Army maneuvers in Tennessee, 
waits for medical aid men who will ship him to a 
hospital for treatment of “injuries” specified on his 
tag. The mud on his boots testifies to the conditions 
under which these maneuvers are carried out. 


“Oh! Shoeshine Boy?” but he’s not this close to 

the battle front, so Lt. Elva Wells, Teachey, N. C., 

army nurse attached to an advanced evacuation 

hospital with the Fifth Army, must scrape the 

thick Italian mud off her own boots. But she 

really doesn’t mind. Red Cross recruits army and 
navy nurses in the States. 


Six U. S. Army nurses, members of a party of nurses missing for 
two months after their plane was forced down in Albania last 
November en route to Italy, display the heavy Army shoes they 
wore in their hike to the Adriatic coast, where they were rescued 


by a launch and brought to Italy. Left to right; Lieuts. Louis E. 
Watson, Lillian J. Tacina, Pauline J. Knable, Elna Schwant, Ann 
E. Kopcso and Frances Nelson. 














One of the windows used to introduce 
the new lines to Dallas customers. 


View of the A. Harris & Company shoe department. The modern 
appearance is enhanced by the use of full-length mirrors, light wood- 
work and plentiful displays. Modern illumination adds to effect, 


Five-Phase Program Introduces 
Remodeled Department 


BoLpDLy bucking priorities, quotas, 
short stocks and stamp cash, A. Har- 
ris & Co., Dallas, has projected a 
graded-up shoe department and em- 
barked on a forward merchandising 
plan to serve the store’s requirements 
and the Dallas public. 

Emphasis has been placed on a 
five-phase promotion to get the new 
venture off to a good start. The phases 
are: 


Mrs. Janice C. Barkley 


1. New quarters. Enlarged space 
has been fitted in the modern manner, 
both for the convenience of fixtures, 
the display and storage of stocks and 
the care of customers. 

2. New personnel. Since last Au- 
gust Louis Zipkin, lately with The 
Fashion, Houston and formerly with 
the Andrew Geller organization in 
New York, has been engaged as shoe 
merchandiser and prepared the de- 


Louis Zipkin 
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New Quarters, Personnel, Lines, Newspaper Promo- 


tion and Window Displays Used in Making Debut of 
A. Harris & Company's Shoe Department. This 
Dallas, Texas, Firm Is Now Concentrating on High 
Fashion Footwear—within Limitations of Wartime 


partment for its recent opening. Other 
personnel includes Horace C. Sims, 
assistant shoe buyer; William L. 
Rosenberg, new basement buyer 
(from Scruggs-Vandervoort & Barney, 
St. Louis), and Mrs. Janice C. Bark- 
ley, children’s shoe buyer, a promo- 
tion within the Harris organization 
itself. 

3. New lines, embracing the pro- 
duetions of twenty-nine additional 
manufacturers. These include well- 
known nationally advertised lines of 
women’s and children’s shoes, as well 
as corrective shoes and play and 
casual types. In addition, popular 
brands of occasional slippers are car- 
ried by the store. So many lines are 
carried that it would be a rare cus- 
tomer who could not find in the selec- 
tion something to please her taste. 

4. Newspapers. For two weeks 
prior to the opening, five full-page 
ads were used each in the Dallas 
Morning News and the Dallas 
Times Herald, an afternoon paper. 
Also, many pieces of smaller space 
were used in advance of the actual 
opening. Promotion stressed colors, 
types and materials. Announcing 
“The Finest Shoes in All America” 
was the theme line used throughout 
the whole of the promotion, in the 
newspaper ads and editorials, in win- 
dow cards and house signs. Liberal 





Another of the series of eight 

$ centering around the 
theme “The Finest Shoes in All 
America.” Placing the shoes in 
individual frames is effective. 





editorial features were accorded the 
store by each of the two newspapers, 
illustrated by pictures of the depart- 
ment and of the new and promoted 
personnel, with accounts of their fit- 
ness for their tasks. A large numbet 
of manufacturers and their represen- 
tatives attended the opening. They 
were guests of Arthur L. Kramer, 
store president, at a cocktail-dinner 
show and at an A. Harris & Company 
style show given at a local hotel. 
These events were featured in the 
local papers. 

5. Windows. Eight displays, each 
of one week’s duration, were set up 
in the store windows. Among these 
eight windows was dispersed a show- 
ing of eaci: of the 29 lines. 

The success of this change-over and 
the promotion accompanying it has 
registered in a heavy increase of sales, 
according to Mr. Zipkin. He said that 
the demand was for high fashion 
shoes with price no object to the cus- 
tomer. Leading in sales were ankle 
straps in black and brown patent, 
Army Russet calf, alligator sling 
pumps and wall-toed pumps. A pro- 
fusion of reptilian leathers had also 
been shown, and they sold freely. 


“The results of our debut into- 


high fashion, high priged shoes,” said 
Mr. Zipkin, “is a positive guarantee 






that in the future we will concentrate 
our resources on high style merchan- 
dise.” Manufacturers came in tor 
praise from Mr. Zipkin for the service 
they rendered to the new enterprise. 
He said that 97 per cent of all orders 
for late Fall and early Spring stocks 
were delivered in time for the open- 
ing, without any let-down in quality, 

[TURN TO PAGE 61, PLEASE] 
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Will You Fight for a Purpose? 


IN a feeling that this is a good time to do a little 
clear thinking on the path of the shoe industry— 
today, tomorrow and the tomorrows still to come—I 
put into writing the basic purpose of shoes-and had the 
good fortune of being able to try it out as a talk be- 
fore the annual meeting of the St. Louis Shoe Manu- 
facturers Association. It met with such wholehearted 
acceptance that I feel it may contribute something to 
the direction of thinking—today, tomorrow and the 
tomorrows to come. 


Industry must have a purpose if it intends to 
go anywhere, otherwise it drifts into streams of 
effort that may lead it nowhere in a hurry. 


Let’s do a little talking in print so that you, in turn, 
can talk with others if you believe our thinking is 
headed in the right direction. Remember, at this time 
each man can become a leader of thought and each 
man can be many times stronger than his own voice in 
spreading the seed of that thought, broadcast, over a 
wide area of industry. 


THE reason | went to St. Louis to make this talk was 
that the shoe men of that city have exemplified the 
spirit of salesmanship and, after all, it is the salesman- 
ship of an idea that I want to enlist for this crusade. | 
started off by saying: I think it is all of twenty-five 
years since John Bush spoke before the Boston Boot 
and Shoe Club and demonstrated, with a big glass 
bowl as follows: He put six or more walnuts in the 
bottom of the bowl and then covered them up to pretty 
nearly the top with dried beans. As he shook the bowl, 
the walnuts slowly but surely came right up to the top. 
By this example he indicated the opportunity of big 
men to carry big ideas to the very top of the trade. 


Events have proved, over the years, the big- 
ness of business and its activities bring leaders 
to the top. But today and tomorrow, in my opin- 
ion, are days when the little beans have a chance 
to show their abilities to make a livelihood and 
grow with the widespread opportunities in com- 
munities, everywhere. 
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Events are re-making the shoe industry today—the 
event of war, the event of regulation through WPB and 
OPA, the event of shortages of material, shoes and 

-manpower. The effect that these events will have upon 
shoes, in my opinion, will be well worth serious study 
and consideration. 

But first let me ask—what is it that marks an Ameri- 
ean? Marks him at home and marks him abroad? | 
think it is the selling impulse—an urge possessed by no 
other nation to the tremendous degree of our own 


people. 


Now. if we can enlist shoe men, large and small, in 
talking one to another and to everyone else, in one 
basic purpose, we will have accomplished something 
that will make a shoe trade policy for today and to- 
morrow. Not a passive, negative and flabby method 
of drifting; but a definite path to follow. I hope to 
prove that when the day comes for us to manufactur 
six hundred million or seven hundred million pairs of 
shoes per annum, in full production and full emplov- 
ment, that we can do it—providing we have full and 
useful distribution. For the day is coming when we 
will need to fill inventories in stores, everywhere. What 
is more, we must maintain a high rate of turn-over to 
make distribution profitably active. 


A pair of shoes, to our way of thinking, too 
long on a store shelf is a pair of shoes not being 
replaced by a shoe worker in a factory. It is 
turnover, through salesmanship, that is one of 
the things that contributes to full employment, 
full production and full distributions. So you 
see, salesmanship is a cooperative venture be- 
tween the maker of shoes, the seller of shoes 
and the user of shoes—all three have a part to 
play. 

At the moment, our share in the public retail dollar. 
the whole industry’s share, is only two cents out of 
each dollar. That in itself is $1,350,000,000. Can we 
maintain shoes in that importance in the minds of peo- 
ple, after the war, and can we increase their acceptance 
of shoes? The ground work we lay now will be very 
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helpful in the highly competitive future, when all 
manner of products will capture the imagination of the 


spending dollar. 


Let us proceed to try to tie in a few ideals with a 
few facts. What is America’s capacity to consume 
shoes? Before rationing, shoes were distributed in 
110,000 spots in America. Only one establishment 
sold at retail, pair by pair, $4,000,000 worth, and not 
over fifteen, each under one roof, were in the million 
dollar class. All the rest were vended in stores, large 
and small—some so small that the shoes were merely 
an item in a village store or neighborhvod shop. 

Rationing removed over 60,000 stores from the shoe 
business. In my little home town, shoes were sold in 
eleven places—only two of which majored in shoes and 
only two have survived rationing. What is it that 
made these two stores live and the rest quit the shoe 
business? First—they sold shoes with the service of 
fitting. The public, in its common sense, knew that in 
a time of shortage a good shoe, well fitted, was the 
best economy. We visited these nine stores—hard- 
ware, general, etc. and asked them if we can make a 
spot in this town for a returning soldier to come into a 
regular shoe store, giving regular shoe fitting—will 
you step out of the extra business, because with you it 
is only an item—another article of merchandise—an- 
other piece of trade? Every one of the nine merchants 
said: “YES.” If we multiply this in every city and 
town, neighborhood and village, we will have estab- 
lished a position to the effect that shoes fitted at a 
fitting stool give full industry purpose as well as better 


public service. 


We cannot continue to have a strong, substan- 
tial shoe industry if one-third of the product is 
sold over the counter—without a fit or even a 
chair to sit down to try on. But if we can estab- 
lish shoe fitting as the basic purpose of the shoe 
industry, we can develop a strong and healthy 
shoe industry and make employment for 80,000 
men who would like to own a business or be 
part of a business or work in a business that 
takes seriously its obligation to the public in 
service to shoes. 


I went into this subject at great length. I showed 
that the trend-error was for big operation down the 
line of over-the-counter selling. The minute the break 
comes, when rationing control is over, we will see 
such a marketing of “canned goods” on the shelf— 
as this industry never even imagined. All you have to 
do is to look at the current unrationed shoe figures— 
127,000,000 pairs in *43, many of them fitted, for- 
sooth, but having within them the soft shoe selling 
philosophy of “over the counter.” 


Well, if that’s the kind of shoe business you 


Every Shoe Customer Is Entitled to the Service of Fitting 


want to encourage, all you have to do is to let 
things drift. But I think there is enough of a 
positive attitude within the trade itself and 
within the thinking of the suppliers of shoes to 
try to establish a trade-wide purpose that the 
fitted shoe is the emblem of the shoe business 
and the unfitted shoe is the careless cry of 
volume. 


There is no end to the path of decline unless, UN- 
LESS we start in telling the story to the American pub- 
lic that they are entitled to a fit when they buy a pair 
of shoes. The margin of mark-up on practically all 
retailing is about the same and if a person doesn’t get 
a shoe fitting it is because they haven’t asked for it. I 
don’t care what degree of skill there is at the other 
side of the fitting stool, you can’t tell me that if there 
is a chair, a fitting stool and an intelligence on both 
sides of the transaction but what the customer will 
eventually find a fit and the clerk will eventually get 
more skillful. 


So here we stand—in the position of giving at least 
80,000 men a change for a livelihood in shoe stores 
over the fitting stool. We owe it to the demobilization 
plan of the Army to find work for these men in the 
service of shoe distribution. Industry can get a lot of 
credit for making a stand. I tried to tell the manufac- 
turers that they had a responsibility and that before 
they sold shoes to organizations that fit over the 
counter, they should seriously consider the encourage- 
ment of small stores in villages, towns and cities all 
over the United States—to see to it that their product 
is sold right and fitted right. 

I am pretty much steamed up on this subject and 
will report to you when I get a little bit further along 
as to how we can get the cooperation of hundreds of 
merchants throughout this country to start this thing, 
to carry the banner and hundreds of aides to repeat, 
day in and day out: “You are entitled to a fit when 
you buy a pair of shoes. Don’t buy shoes without a 
fitting service.” 

I have never been more convinced of the deep 
significance of this campaign as having an opportunity 
to put the shoe trade with its best foot foremost smack 
on the fitting stool. 

You have lived a life of shoe fitting and perhaps 
have taken it for granted that good shoes are fitted. 
But that isn’t the true answer because if self-service 
gets into the stream of trade, it won’t be long before 
good shoes will be vended the same way. If one-third 
of all footwear is now sold over-the-counter what future 
footwear? The optical industry made the “fitted eye 
glasses”—a positive necessity. Can we? 

So rise up on your feet and start to fight for a 


purpose! 
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This window of the 
Hassel Madison Street 
shop displayed a large 
collection of old-time 
shoes for both men and 


women to mark occasion. 





Hassel’s Commemorates 
Sixty-Eight Years of Shoe Retailing 


Wat is probably Chicago's oldest retail shoe store com- 
memorated its 68th birthday recently with an interesting 
window display which stopped traffic. A large exhibit of 
historic shoes of varied types, many shown at the Centen- 
nial of 1876, were on display to the delight and astonish- 
ment of passers-by. There were men’s heavy boots with 
aailed soles; boys’ red-top boots of the 1880's; high black 
satin shoes for women, the sides laced up their full length 
with ribbons, the vamps embroidered in colored silks and 
fine cut-steel beads; a satin boot lined with blue quilted 
crepe; flat soled dancing pumps of cream satin with long 
pointed toes; another pair in purple satin embroidered in 
red, the toes square cut and blunt; and high white kid 
buttoned shoes. All were a source of boundless interest to 
shoppers who stood three-deep to look at this history of 
shoemaking. : 

The store was opened in 1876, five years after the dis- 
astrous Chicago fire. Henry Hassel, who had learned the 
shoemaker’s craft in Germany, opened his first store in 
Chicago soon after settling there. Associated with him 
from the outset was his son, Otto, who now for many years 
has been known throughout the trade as “O. H.” 

For the first fifteen years Hassel’s did business at what 
was then known as 151% East van Buren Street, selling 
calfskin shoes at $2.50, hand welts at $3.50 and made-to- 
orders at $5. Complete soling jobs cost 75c. In 1891 the 
store was moved to larger quarters a block further east. 


In 1900 another move became necessary because of ex- 
panding business, and one of the present two Hassel’s Shoe 
Stores is now located at 50 West van Buren, on the same 
street and but a few blocks from the store first opened by 
trandfather Hassel. 

At the outset all shoes sold were men’s shoes, made by 
the Hassels, father and son. But in 1885 as shoe manu- 
jacturing and distribution were beginning to get into their 
stride, the firm took on lines of stock from jobbers. There 
was only a brief decade many years later—from 1926 to 
1936—when Hassel’s carried women’s shoes. In 1935 Has- 
sel’s opened their second store at the corner of Clark and 
Madison, a handsome, modern shop where all men’s foot- 
wear needs are served. For some years past O. H.’s two 
sons, Henry and Paul, have been running the business, now 
a corporation, with only occasional visits downtown by 
their father who has lately been less active. 


One of the early ledgers of the first Hassel store for the 
year 1890, provides interesting information. Entries show 
that Leseberg, the mail carrier, had ordered shoes for $5; 
Alex Beal got soles and heels for $1.25; Benny Simons 
bought a pair of “pumps” for $1.75, had Albert Scharlan, 
who had his shoes re-soled and heeled at $1.50, is an entry 
not marked “paid.” With compound interest figured from 
1890, Paul and Henry Hassel should be able to collect 4 
tidy sum—-if they can find Albert Scharlan! 
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Cattlehide wettings in 1943 totaled 22,105,000 hides, according to WPB 
figures. However, some hides must» have been taken from stocks, as the equivalent 
of 23,400,000 hides was produced in finished leather. 

The total 1944 soak is not expected to exceed 80 per cent of 1942, or 
approximately 22,600,000 hides, a slight increase over 1943. In addition, some 
hides will undoubtedly be taken from inventories. Tanners' raw stocks have 
increased somewhat over the past eight months. 

Hide allocations for March totaled about 20,000 hides more than the 
previous month, but the big packer kill was 20,000 less. Despite some optimistic 
reports no great improvement in the hide situation is forecast by Washington 
officials for the next few months. 

In fact the cattle people and a few officials in the Department of 
Agriculture feel that the kill will show a drop during April, May and June. 

The number of cattle now held on feed lots is greater than it was a year 
ago, but on the basis of several years it is considerably less. The number of 
cattle on the ranges may be excessive which might force a much heavier kill of 
grass cattle earlier this year than in former years. WPB believes that the 
decreased demand for prime beef will result in an increase of lighter hides later 
in the year as it will not pay feeders to hold cattle long enough to produce 
heavy beef. 





























* * * * * 


Recent hide allocations have exceeded the amount which tanners are 
permitted to soak. Some tanners have taken military orders in excess of their 
quotas, and WPB points out that despite higher allocations the mere fact that 
nilitary orders are taken does not constitute a legitimate claim for permission 
to soak in excess of their quotas. 


* * * * * 


Any possibility of increasing domestic hide output will be overshadowed 
by a critical manpower situation in the tanneries. A possible plan, advanced by 
WPB, would give tanners authorization to soak hides at 6—month intervals, rather 
than the present three-month system. In this way, a tanner who held sufficient 
hides might soak up to a 6-month supply at the beginning of a 6—month period. 
Such action would be desirable if a tanner foresaw manpower problems at the end 
of the period. 

Increased domestic hide production would cause a lessening of imports, 
because the ratio for division of importable hides between the United Kingdom and 
the United States varies with the domestic supply -in-each country. 











* + * * * 


The outlook for tanning materials is none too bright. Chrome remains 
critically short. Some inventory of chestnut extract, now under allocation, is 
available, but it is anticipated that considerably less will be on hand by the end 
of this year. WPB says the industry should plan to decrease consumption by at 
least 25 per cent. Quebracho inventories increased during 1943. Present inven- 
See caati tates about a 10-month supply, but WPB believes a larger stockpile is 

irable. 
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Lt. M. H. Sutherland, Reclamation’s Officer, shown with shop superintendent 
Coward, examining a group of boots and shoes newly arrived for repair. 


Army Reclamation Program Saves Leather 


THE Army is vitally interested in keeping leather waste 
down to a minimum, One indication is, the vast shoe 
reclamation movement conducted by Army personnel. 
As an example of this program of salvage and conserva- 
tion, Camp Mackall, N. C., has been effecting a saving 
expected to run into six figures annually. 

At the Post Reclamation Shop of this “Home of the 
Airborne Command,” civilian employees and soldier 
personnel operate the machines, ynder the supervision 
of Lieutenant M. H. Sutherland and civilian plant super- 
intendent R. C. Coward. 

A casual visitor to the camp’s modern, air light Rec- 
lamation Shop would be immediately impressed by the 
cdlm efficiency permeating the’ ‘atmosphere. Each * 
worker is thoroughly ‘familiar with his’ job, knows what * 

? [TURN TO PAGE 61, PLEASE] © 
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| a View of the work bench, showing a 
Te? RRS : group of shoe jacks in use. 


Y Pal 


Stitcher, operated~ by “Cpl. Ursida, 

being uscd on a .paratro@per’s boot. 

All photos on this page PRO. photos 
by U. S. Army Signal Corps. 
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- For over'fifteen years, Darex 
Insoles have been used an- 
- -*nually in millions of pairs of 
better shoes. 


DEWEY ano ALMY CHEMICAL COMPANY 


Cambridge, Mass. % Montreal, Canada 
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Yes, you're a mighty proud-looking figure . .. been showing people mon 
which way the wind blows for a long time. Well, we're both in the | Son 
same profession ...the only difference between us birds is that I'm oh 
stationary. I’ve been showing shoe dealers which way public opinion at 
goes concerning shoes for boys and girls for over 50 years. And oy 
they've continued to choose Peters Weather-Bird Shoes all those years. 0 
Folks who see me on the label recognize me as a symbol of top tok 
notch quality... quality in material, workmanship, and fit. . 
"Th 

ment 

Peters Shoe Company| = 
A DIVISION OF INTERNATIONAL SHOE COMPANY © SAINT LOUIS there 
Manufacturers of WEATHER-BIRD and DIAMOND-BRAND Shoes that b 
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Left—This view of the children’s shoe depart- 
ment at the Boston Store, Providence, R. I., 


shows the amusement chairs for young folks. 


Right—A corner of the 


children’s department 


as seen from adjoining women’s section. 


RELOCATION Increases 


Sales of CHILDREN'S DEPARTMENT 


More than a year and a half ago, the children’s and 
growing girls’ shoe department at the Boston Store, Provi- 

. R. L, was removed from a third floor location to a 
prominent place adjoining the women’s shoe department 
on the second floor. The department was formerly located 
on the third floor because it was adjacent to the young 
folks’ apparel departments. In spite of the fact that this 
would seem to be a good tie-in, the relocation of the de- 
partment has been most successful. 

So well has the new location worked out that the chil- 
dren’s and growing girls’ department has been called the 
“brightest of the three shoe departments.” It has chalked 
up monthly sales increases ever since the removal, and the 
number of new customers makes it a bright spot for the 
post-war period. “It really constitutes about the best 
source of publicity we have had for the department,” stated 
one of the store executives. 

There are two reasons why the newly located depart- 
ment has made out so well, it was explained. In the first 
place, teen-agers don’t like the idea of. going to the chil- 
dren’s department for their shoes. With the present tie-in, 
they can sit in the women’s department and be fitted. If 

are growing girls in the women’s department, sales- 
men suggest the “college heel section” adjoining. And 
that has good appeal. 
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Another reason is that the department is now operated 
under much closer supervision. Under the present setup. 
an official is on hand to answer questions and to give opin- 
ions on various fittings. It is surprising how many women 
will ask the salesladies if they may have another opinion 
on fitting. And occasionally when it is difficult to convince 
a woman that the child needs a certain shoe, it is sometimes 
convincing to the mother to have the clerks’ opinions sub- 
stantiated or checked. 


WHEN it comes to fitting, selections that will make shoes 
last longer are emphasized. He stresses corect fitting as a 
means of helping good posture. At this department it is a 
rigid rule that the feet must be measured, both in sitting 
and standing position, every time a child needs shoes. 
Regardless of how sure the saleslady may be of the size, 
it is checked against new measurements. 

The third contributing factor in this successful depart- 
ment is the featuring of good qualtiy, dependable, well- 
known branded shoes. People become accustomed to cer- 
tain brands, a factor which produces repeat trade. Manuv- 
facturers’ materials are used freely to emphasize important 
points in construction and building. Such printed pieces 
are also used as package inserts to carry the sales message 
along into the home. 
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DETROIT DEALERS EXPECT 
GOOD SEASON 


DerroItT stores generally have re- 
covered from the sales slump reported 
a month ago, with Easter selling hav- 
ing an important part in the recovery. 

Also significant was the steady use 
of Stamp No. 18, with a typical large 
volume store such as Stuart J. Rack- 
ham, Inc., reporting that forty per 
cent of their business for the month of 
March was done in Stamp 18, increas- 
ing somewhat during April. 

Business prospects are very good, 
representative shoe leaders say, in 
most lines, with anticipations of a 
heavy Summer trade backed by pur- 
chase of all available stock. 

With Easter past, shoe men agreed 
that the emphasis of selling has been, 
contrary to past years, mainly upon 
children’s lines. Indicating that util- 
ity rather than fashion governs in 
shoe purchases, rationing coupons, 
shared on a family basis, have gone 
to the youngsters’ shoes rather than 
the parents’ in many families. 

In men’s shoe lines, dealers report 
business somewhat disappointing. The 
heavy draft, and reluctance of many 
men to buy footwear unless absolutely 
needed for immediate wear because of 
the possibility that they might be 
drafted, are factors here. 

Women’s lines sold moderately well 
in the Easter season, but not spectac- 
ularly. Shoe men reported this as a 
season for low heels, with Town 
Brown a leading color. Gabardines 
were also in big demand, in blue, 
black, and brown tones. Whites have 
started to sell very well, and the pros- 
pect is for a big white season here, 
according to Clyde K. Taylor, secre- 
tary of the Michigan Retail Shoe 
Dealers. 

Inventory problems remain serious, 
but dealers no longer complain much 
of the former alleged slighting of this 
city with its tremendous population 
growth in the allocation of shoes 
regionally. 

Labor has become somewhat scarcer, 
but shoe mew are reconciled to the 
wartime shortage here, and have found 
‘various ways ‘of adjustment. Fewer 


4 


salesmen in a store are accepted more * 


readily by the public, and buying, in 
the mass sale stores, is faster, so that 
each clerk can service more customers 
in the same length of time. 

Shoe advertising is at a seasonal 
low, with the larger stores doing very 
little at present. Emphasis in copy is 
upon the dress or play shoe rather 
than the utility style copy formerly in 


vogue. 
* * #* 


GOOD WEATHER SPURS SAN 
FRANCISCO SALES 


SAN FRANCISCO experienced an 
unusually long stretch of fine sunny 
weather in March and early April, 
and with the advent of Easter buying, 
the stores maintained a high level of 
trade. Sales showed increases of from 
15 per cent to 39 per cent in some 
lines. After Easter sales slackened to 
some extent, but buying is still active 
although not on as hectic & scale as 
experienced last Fall and early Win- 
ter. Stocks are being maintained and 
sales forces are adequate to meet cur- 
rent demands. 

Some areas, such as Richmond on 












hae tacbroms bor Spring Spice baw your winter weary 4 
thee wardrobe. Come in today and decide 





whch wll be omy oe Lewte 


Pot RABY ORL SRR 





Tat ee ae | 
Tat em fans 


Peph's—Ahaarten's Largest Shas Stra —Weedmard at Graed Crees Peek 





Easter shoe fashions were dispigyed 
on whimsical fiower-forms in -this 
ad by R. H. Fyfe & Co., Detroit. 

















San Francisco Bay, where shipbuild. 
ing yards are concentrated and where 
thousands of workers have brought 
their families from the Middle West 
and South, are like boom regions in 
the old gold rush days. However, the 
workers need not leave the shipyards 
area to do their shopping, for shoe 
and other stores are operated on a 
24-hour basis. Workers from any shift 
can be waited on day or night. In 
these stores, operated under lease ar- 
rangements with the shipyards, vast 
quantities of work shoes and shoes 
for the whole family are sold daily. 

Women’s shoe stores are showing 
an attractive line of Spring dress 
shoes. Colors are popular and the 
Baker stores feature a line of red doe- 
skin, in baby last and with open heels 
and toe, and a flattering ankle strap. 
Alligator lizard in pump and strap 
styles is popular. Roos Bros. are fea- 
turing a smart patent: leather, low 
heeled style with open toe and ankle 
strap. Livingston’s are showing a very 
smart all-lizard shoe with either high 
or low heel and open toe, with match- 
ing handbags of the same material. 
Sommer & Kaufmann are featuring 
low heeled white footwear worn by 
nurses and beauticians. 

In the men’s shops less emphasis 
being laid on the military styles, and 
standard brands of quality shoes in 
conservative lasts are being displayed. 

What used to bé, prior to the war, 
an incidental department in many 
shoé stores, has now become a vital 
means of meeting overhead expense. 
The sale of women’s handbags, par- 
ticularly of leather, has become big 
business and many stores find the line 
very profitable. San Francisco stores 
are now showing some fine examples 
of new leather creations, called “ac- 
tive” bags because they take care of 
new needs. Like many other quality 
goods, however, the problem is not of 
selling, but of getting enough to meet 
the demand. 

The San Francisco League for Ser- 
vice Men is conducting a campaign to 
secure 10,000 pairs of old tennis shoes 
to be used by service men in tropi 
countries. Because of the. danger of 
infection from coral*teef' cuts, swim 
ming and fishing -in ‘tropical waters 18 
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People are talking about the 
POLITICAL articles in the new Post 


Quoted and discussed coast-to-coast—Stanley High's 
warning against Republican complacency — plus the Post's ' 
editorial declaration of political viewpoint. HIS YEAR of all years since America 


became a nation — it is vital that the politi- 
cal scene be fairly and judiciously presented 
to the people. For the opinions formed in this 
year of decision will determine the welfare 
and progress of millions. 

Never have Post editors more seriously ap- 
proached the issues of government to bring 
to Post millions the essence upon which to 
base the final conclusion. 

Covering all sides of the Washington scene is 
the job of Forrest Davis—Post Washington 
Editor. His intimate portrayals of the key 
figures in politics are a true reflection of his 
many years of intimate association with them 
—and of his well-nigh limitless knowledge of 
political history and affairs. 

The new Post, week after week, brings a 
constant parade of political news and views 
from the pens of the great political students 
and writers of our times—among them, Stanley 
High, Henry F. Pringle, John H. Crider. 
And in addition— men in the high places in 
government. 

Never have Post articles been read and 
quoted as they are today — by press and public 
alike—constantly growing evidence of the 
fact millions know—that in political report- 
ing, as in business, fiction, mystery, humor, 
adventure, war—the great things naturally 
come first to the new Post. 
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Vital to the welfare of every American and 
essential reading for millions is Henry F. 
Pringle’s word-picture of Economic Stabi- 
lizer Fred M. Vinson, whose responsibility 
is to keep down the cost of living. 


Millions were given a pretty 
clear picture of where con- 
tinued government spending 
can lead us in John H. Cri- 
der’s revealing article that 
set millions talking and 
thinking. 


Brilliant analysis of Senator Byrd's posi- 

Forrest Davis analyzes one of the great tion as a possible threat to the fourth- 

political questions before the nation to- term is this outstanding example of the 

—the possible candidacy of New intimate way in which Forrest Davis 
York's Governor Dewey. deals with a “key” development. 


Great Political Articles naturally come to... 


THE SATURDAY EVENING POST 
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Maturity Value 
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IN AN EASY 
CONTEST ANY 
SHOE DEALER 
CAN ENTER! 
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‘ Two Sets of Prizes to Winners 


YOU COMPETE ONLY AGAINST STORES 

















































IN TOWNS OF COMPARABLE SIZE wet 
nio 
FIRST PRIZE IN EACH GROUP | ‘x 
the in 
of 10 
kind. 
HERE ARE THE RULES $ 00 | = 
hei 
FOR DR. SCHOLL’S FOOT WAR BOND fei: 
be obt 
COMFORT WEEK CONTEST 
2nd PRIZE....... $25900 wr, | 
a : rn 3rd PRIZE ....... 150°° orn anne 
cca ou grr Sgatin  Soh 4th PRIZE....... 10000 we, fas 
rather than elaborate ing. w not in 
3. The size of the window 4 wat be 2 deter 5th PRIZE eé¢é06 0¢4. 68 7500 Bond — 
mine Seal FOOT COM 6th PRIZE....... 5000 y=, . 
each entry. fe 
4. Entries should be in the form of pboto- 7th to 14th PRIZES, incl. 2500 Bond INCRE 
ool elder of tic store ond ecilbapented 67 ~~ Gd Ss — 
the a oieeal mnpbiod which wo be ad Total (each group) $132500 Bonds friend 
nished. (maturity value) booste 
5. Entries must be postmarked no later than ae 
midnight of Monday, July 10th, in order to SPECIAL CERTIFICATE OF MERIT their 
be eligible. 
Every dealer whose contest entry meets as Dr. 
6. Contestants will be divided into two groups with the judges’ approval will receive 
according to the population of the city in a handsome “Award of Merit” citation, 
which they are located. Entry may be submit- signed by the contest judges and bearing 
ted only in the group in which it belongs: the name of his store. 
GROUP A. Stores in cities of 25,000 pepe- 
lation or more 
GROUP 8. Stores in cities of less then * * oe 
7. All Window Display photos and ideas con- 
it taimed therein, become the property of The 
y Schell Mfg. Co., Inc. 
| &. The decisions of the judges will be final. Sead for E “vy ‘A 
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Prizes will be awarded for best original displays during 


| Dr. SCHOLL’S FOOT COMFORT WEEK 


SATURDAY, JUNE 17 THROUGH SATURDAY, JUNE 24 


* * 


FOOT TROUBLES ARE PREVALENT. Corns, callouses, 
bunions, weak or fallen arches, tender heels, Athlete's: 
Foot and the many other common foot ailments, are on 
the increase. Government statistics indicate that 9 out 
of 10 persons now suffer from foot troubles of some 
kind. These foot sufferers are your customers — men, 
women, and children in every economic bracket. Dr. 
Scholl’s FOOT COMFORT WEEK is planned to focus 
their attention on foot care. It will tell the story of relief 
and show how quickly, easily, and inexpensively it may 
be obtained. Tie your store to this great national event. 


FOOT TROUBLES REDUCE EFFICIENCY. No one, whether 
housewife, war worker, salesperson, executive, student, 
or in any other activity, can be at full efficiency when 
nagging foot troubles are present. Today, the war effort 
ed that all of us do our best. Foot troubles must 
not interfere. It is our responsibility to see that foot 
sufferers learn about the opportunity for relief provided 
through Dr. Scholl’s Foot Comfort Service. 


INCREASE GOOD WILL. Experience proves that those 
customers who are relieved from pain and distress 
— your efforts are appreciative. They will tell their 
friends about your service and will never cease to be 
boosters for your store. Because they have been well 
served they will come back to your store time and again 
in future years, for you will be headquarters for all of 
their foot needs — shoes, slippers, hosiery, etc.— as well 
as Dr. Scholl’s Arch Supports and Remedies. 


Plan Now to Participate in this Great Annual Merchandising Event 


A Promotion of Importance to Your Customers...and to You 








* * 


MOST FOOT TROUBLES ARE RELIEVABLE. Mosc com- 
mon foot troubles are greatly aided through use of the 
proper Dr. Scholl Foot Comfort Arch Support or Rem- 
edy. Shoe dealers trained in the fitting and application 
of these foot aids can be of great benefit to the com- 
munity they serve by prominently featuring their Dr. 
Scholl’s Foot Comfort Service. 


A NATIONALLY ADVERTISED EVENT. Dr.Scholl’s FOOT 
COMFORT WEEK will be given the greatest public- 
ity ever put behind any mefchandising event of its 
kind. Full page advertisements in T be Saturday Evening 
Post, Modern Screen, Modern Romances, and Screen 
Romances, will tell of this nation-wide demonstration 
of foot relief. 

Leading Radio stations in metropolitan centers coast 
to coast will carry announcements about Dr. Scholl’s 
FOOT COMFORT WEEK. Newspaper advertisements 
in hundreds of cities will call attention to it. Thousands 
of merchants the country over will tie up to it with 
window and interior displays. 


EXTRA VOLUME AND PROFITS FOR YOU. Dealers find 
that the sale of Dr. Scholl's foot relief aids helps sell 
additional items that otherwise would have remained on 
the shelves. In these times when shoe inventories are low 
and replacement stocks hard to get, such additional and 
profitable business is a welcome addition to your mer- 
chandising program. Dr. Scholl’s FOOT COMFORT 
WEEK we A an opportunity you cannot afford to miss. 

































































a 
a ee 


a 


he 
gon — 


ae 
—— —_ — 


ee ee 


—s 















RECORDER 


REPORTS 


TO TH 


EtmmmNDBDUSTRY 








almost prohibitive without shoe pro- 
tection, and old tennis shoes are ideal 


for this purpose. 
* * * 


DRESSY SHOES LEAD IN 
MIAMI 


EASTER trade throughout the Miami 
area definitely reflected a pronounced 
trend toward fluffy femininity in dress. 
In millinery it was the siily little 
flower-trimmed hat that held first 
place, and with this there had to 
be a fancy shoe. Sandals, sling-back 
pumps, bow-bedecked pumps and any- 
thing that looked dressed-up was sold. 
Ration-free fancy lines went like the 
proverbial “hot cakes.” These inex- 
pensive, for the most part fabric and 
plastic combinations, could be had in 
an almost endless variety of colors 
and styles and could be tuned to any 
gay Spring outfit. 

For some time the stores handling 
the higher price bracket merchandise 
have been reducing the amount of 





space used in advertising, but in the 
same period the chain stores have in- 
creased their display copy. Rationing 
of shoes has given the inexpensive 
chain lines opportunity to present 
their goods before the public in a 
most satisfactory manner. They have 
been playing up color and color com- 
binations and have reached a class of 
women never before interested in the 
less expensive novelty shoes. And this 
interest has been keenly felt not only 
in play shoes but in the ultra dressy 
types. What will happen when col- 
ored shoes are again available and 
the higher priced shoes are offered as 
in previous years, is a question that is 
being pondered by both chain store 
managers and the other shoe men. 
The all-white shoe is still tops when 
it comes to spending a ration coupon 
for a practical all-purpose pair of 
shoes. But the demand for a brown 
and white spectator pump—that shoe 
classic that seems to be the answer to 
practically all Summer shoe problems 
—is close to the top. The smartness 
of the brown and white pump has an 
appeal that can’t be resisted by most 
women. It is a shoe that can be worn 
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“Patent Paraders" for a black Easter 

were chosen by Dalsimer's, Philadel- 

phia, for striking promotion the week 
before the Spring holiday. 





from sun-up to sun-down, with almost 
any costume. So far the shops in this 
area have been able to supply this 
pump. Not all stores have all sizes 
but by shopping around a bit any 
woman can doubtless find a pair to fit. 

Interest is steadily mounting in the 
plastic soled shoe. Women are find- 
ing that plastic soles are comfortable 
walking and that with ordinary care 
they will wear well. This is a point 
being emphasized in advertising and 
in sales talks. 

” * + 


EASTER VOLUME HIGH 
IN BALTIMORE STORES 


E ASTER business in Baltimore shoe 
stores went considerably over last 
year’s figures, it was stated by a re- 
liable source. This was not true, 
however, of the first quarter—January 
through March—which produced less 
volume than the same period in 1943. 
Stocks of white shoes were practi- 
cally depleted during the Easter buy- 
ing, and children’s white shoes were 
a complete sell-out. 

Non-rationed footwear was well re- 
ceived by Baltimore women shoppers. 
Many women gave up their coupons 
for an expensive, classic item in black, 
or brown, and supplemented it with 
high colored footwear in fabrics. 


Many bought as many as two or three 
non-rationed items. 

Patent leather was the outstanding 
sell-out for the first quarter of 1944. 
The demand has not yet been ap- 
peased, it is reported. 

“The flowers that bloom in the 
Spring” . . . were counted on heavily 
by Baltimore shoe retailers as back- 
grounds for their window and adver- 
tising promotions this Easter. Sprays 
of artificial flowers not only trailed 
across newspaper ads but were gen- 
erously placed in windows in shoe 
stores in the main shopping area. 
The Victorian influence was especial- 
ly strong here, with white shadow 
boxes and bird-cages reminding one 
of the bustle era. 

Utilizing this type decoration with 
gusto was A. S. Beck’s full six-column 
newspaper ad. The name was spelled 
out in small flowers, the center of the 
“B” being tied with a flowing ribbon. 
Hahn’s window was daintily deco- 
rated with figurines dressed in 18th 
century costumes of pastel colors. One 
of their promotions was brown Cha- 
meleon Lizard sling-back high-heeled 
open toe pump. Over the instep was 
a detachable faille bow. 

The Hub, mindful of Easter pa- 
rades, featured comfort. “Put Ease 
into Easter Parading” was this timely 
lead. The styles were dressy, casual 





or tailored. Two were bow tie walk- 
ing oxfords with perforations, one 
with open toe, one was an open toe 
pump with pompom over the instep, 
the other an open toe pump with 
looped grosgrain ribbon. 

Hutzler Brothers brought to con- 
sumer attention a dress-up patent 
pump with walking heel, open toe. 
perforated front. The May Co. in 
turn emphasized three sturdy and in- 
teresting reptile shoes, ranging in 
price from $9.95 to $12.95. Two were 
high heeled pumps, one with flat bow 
of reptile; the other was a closed toe 
walking oxford. 

I. Miller, in line with their current 
policy for 1944 to feature youthful 
styles, displayed a saucy black patent 
high heeled pump with low cut instep 
and round toe. Stewart & Co. pro 
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You wouldn’t risk a rattler’s bite — but danger strikes just 
as quickly at careless hands. Rattlesnakes warn before they strike, 
but in the factory danger possibilities are so familiar that their 
alk- warnings are too often unheeded. 
one 
toe Nearly half of all accidents in shoe factories happen to the 
“ hands; cuts, burns, lacerations, contusions, and infections of the 
hands account for 47% of all the time lost from accidents. 
con- 
tent Records show that most of these injuries are preventable. 
toe. . . . > . . 
in Taking chances, carelessness, slipping, tripping, hurrying and 
i improper practices are the principal causes. 
te Stop taking chances — injuries handicap the worker, the 
toe company and the war effort. 
rent 
iful 
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moted their ever-popular classics. 
Those sketched were open toes in 
walking oxfords, one backless. Be- 
low was the warning, “Ration coupon 
18 expires April 30.” 

Wyman’s gave special mention to 
a platform doeskin sandal pump in 
blue, wine or black at $16.95. The 
front had a sandal effect with open 
toe and over-lapping treatment. Not 
overlooking the youngsters, this store 
in a special ad pointed up a young 
girl’s patent pump with open toe, 
very low heel, perforations at front 


and faille pompom trimming. 
* * # 


NO. 18's PROMINENT IN 
CHICAGO SALES 


ALTHouGH the general estimate 
throughout the country had been that 





there were only about 6 per cent of 
No. 18 shoe stamps still in the hands 
of the consumer, shops and stores in 
Chicago found a considerably higher 
percentage turned in prior to May 1. 
Soon after the announcement of the 
coming “demise” of this stamp, stores 
found that in some instances their 
intake of No. 18’s was as high as 
33 1/3 per cent. As the end of April 
approached these percentages, of 
course, dropped to a lower figure, but 
at all times they were noticeably 
higher than the estimated 6 per cent. 

Tying in with the primary elec- 
tions, Joseph’s ran an ad on two nov- 
elty play shoes announced as “Our 
Platforms for 1944. No speeches nec- 
essary for their success—they win 
votes from dawn to dusk to dawn 
again.” Two other models were her- 
alded as “High and Low Notes”—a 
high-heeled ankle strap, and a sling- 
back, punched suede with moderate 
box heel. 

Some very effective advertising by 
Florsheim brought splendid response 
on a variety of patent footwear, which 
was presented under the caption 
“Twinkle Toes.” Dressy shoes in a 
variety of leathers have been active 
here, including many smart types in 
calfskin. 

One of the first to announce two- 
tone spectator pumps was Field’s. 
fashioned of white linen with tan calf 


trim. That they were eagerly wel- 
comed by customers was attested by 
the quantities sold in the first few 
days after their arrival in stock. 
Other than these no particular inter- 
est has been evinced as yet in Sum- 
mer shoes, except for high colored 
play varieties in the non-rationed 
categories. 

In novelty footwear Field’s recently 
promoted anklet straps and _sling- 
backs of cobra in deep brown with 
draped pouch bag to match. Another 
house to feature reptiles was Man- 
del’s who have done very well with 
lizards both in patch-work types and 
in beige ring lizards. 

Carson’s have recently gone “all 
out” for patents with a series of ads 
at all price lines, from $6.75 in their 
Budget Shop to $14.75. Offered in a 
wide variety of styles from moderate 
heels to high, and in open-shank ankle 
straps as well as open-toe d’Orsays, 
“barebacks,” sandals, and buckled 
pumps, their various departments 
have all made good sales showings 
in this leather. For wear with tai- 
lored suits, Carson’s have found tan 
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Young shoes for young-minded cus- 
tomers were shown by Byck's in Louis- 
ville, Ky., in this attention-getting ad. 


calfskin heading the parade in popu 
Oxfords seem as well liked™ 


larity. 
as buckled pumps. 
With the weather 
moderate, consumer 
anew in play shoes. 
asked for with gabardine 


interest 


are moving well, these, too, with an 
ankle strap fastening. 








O’Connor & Goldberg continue to 
emphasize high fashion in some dar- 
ing sling-backs, their patent vamps 
done in punchwork, the holes almost 
as big as dimes. Other high novelties 
at this house are spike-heeled anklets 
with open shanks, fashioned of 
punchwork suede in- high colors such 
as purple and wine red. 

* * * 


ST. PAUL STORES PLAY UP 
QUALITY 


E MPHASIS on quality marks the 
shoe offerings in St. Paul this season. 
The Emporium department store is 
featuring young shoes that “can be 
gay about being comfortable.” in 
sturdy models that can endure much 
hard wear. Baby dolls in glistening 
patent leather sandals have met with 
good reception. Gabardine pumps, 
with open toe and back are selling 
well because of their adaptability to 
every costume. High-heeled Army 
Russet calf pumps with open backs 
and simple lines are also favorites. A 
patent pump with a high flattering 
arch and faille bow is offered for a 
dress shoe, while a bow pump in fine 
black gabardine is suggested for 
“dawn to date” wear. 

Husch Bros. are offering soft calf- 
skin as a special feature for fine 
Spring shoes. Among these are sling 
pumps, bow pumps with high or mid- 
way heel and an open-toe sandal. 
Black patent baby dolls are displayed 
here for the “young-in-heart sophisti- 
cates.” 

Maurice L. Rothschild shows 4 
high-heeled black patent, “a smart 
step toward Spring,” which comes 

[TURN TO PAGE 77, PLEASE] 
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GREENBERG, founder and 


: PETE 


‘The Shop that 
Jarman Shoes built” 


x, now serving in the U. S. 
Navy. His wife and a loyal staff 
¢ continuing to operate the store. 





percade Men's Shope, Gacksonville, Florida 


One of the amazing stories of modern retailing is that of the 


Arcade Men’s Shop of Jacksonville, Florida. Starting the business in March, 


1941, with only one nationally known brand (Jarman), a capital 
of $4,000, and a vest-pocket store 10% by 80 feet—the firm now has an annual 


volume of close to a third of a million dollars! 
In the words of I. Greenberg, proprietor, “Jarman shoes played a most important part in the 
rapid growth of this shop. In 1942, for instance, we purchased over $31,000 in Jarman shoes. 
which represented over 40% of the retail volume. Doing this volume of shoe business in a small store, 
with a shoe department of only five seats, required a good, fast-selling shoe. We picked 


In the early days of our business, the splendid Jarman in-stock service made it 


Jarman. 
Present conditions. 


possible to sell 300 pairs of shoes per month out of a constant stock of 400 pairs. 
of course, make it necessary to carry a much larger stock. Add up all of Jarman’s 


services, including the national advertising, window promotions, styling, and the exceptional 
cooperation of the sales, credit and shipping departments—and you get 


successful volume and profitable shoe selling.” 
From the very beginning, Mr. Greenberg has publicized the Jarman name and 


created store traffic by an aggressive program of advertising and merchandising— 


using bus cards, newspaper and radio advertising, direct mail and many 


novel promotions to tie in with Jarman’s national advertising. Applying unusual 


ingenuity and energy, he has built a business in 
three years that is the talk of the trade today. 
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SHOES For ued 


JARMAN SHOE COMPANY 


DIVISION OF GENERAL SHOE CORPORATION, NASHVILLE 1, TENN. 
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Manufacturers Lead a Hand-to-Mouth 
Existence as Materials Diminish 


As the season advances and the consumer becomes more 
encouraged with a new shoe stamp to spend, the shoe 
manufacturer becomes a bit more glum as he lives a hand- 
tomouth existence from supplies to production. Large 
houses in this area are for the moment anything but encour- 
aged by the prospects for the immediate future. Materials, 
they say, are more difficult than ever to get and they are 
taxing both their ingenuity and their research knowledge 
to try and evolve some satisfactory substitute for the fast- 
disappearing sole leather of quality. 

Approximately 40 per cent of the best cattle leather is 
being diverted to army use, hence the remaining 60 per 
cent for civilians must be spread out where 100 per cent 
was formerly available. For Fall production one house pre- 
dicts that a considerable percentage of men’s shoes will 
have plastic soles. In some instances, it is said, have not 
proved satisfactory, mainly during cold weather when the 
lowered temperatures cause the plastic to crack. This 
condition does not prevail in warmer climates, where the 
greatest consumer acceptance has yet been registered— 
and no returns to either retailer or maker. Now with warm 
weather approaching throughout the land, there are those 
who think that this will help to build up a plastic-accep- 
tance everywhere, and perhaps by the time winter is here 


‘again, improvements will have been made to eliminate the 


cracking in the case of those plastics where it has occurred. 

All manufacturers seem to agree that, viewed from the 
wearing quality alone, the rubber composition sole is excel- 
lent. But here again there is consumer resistance because 
of the “black marks” against its record. And once again 
the manufacturer is hopeful that the chemists will come to 
his aid. One house speaks of a new product which elim- 


_ inmates this marking, but the manufacturer is limited in the 


amount that can be made—and sold. Any number of de- 
vices have been tried, such as beveling or rounding the 


_ edge, but then appearance tends to make them unsaleable 
4 to some men. 


Although the government now allows two-tone shoes to 
be made, houses here are comparatively uninterested since 
these are mainly fabric shoes. They are working chiefly on 
all-white shoes. 

With the continued shortage of smooth calf uppers, one 
house considers itself most fortunate in that it has a size- 
able quantity of grained leathers to work with in men’s 

The problem of sole leather for women’s shoes often 
Presents a harder nut to crack than any, for the leather 
used in women’s outsoles are now being used for insoles in 
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shoes for the armed forces. So if “’tain’t one thing it’s 
another!” 

But, say all manufacturers, the one problem we have 
always with us, like the poor of yesteryear, is that of labor. 
As six men out of one factory are drafted for the army, 
there are no new hands to take their places. New hands of 
any kind—experienced or not—are rapidly becoming non- 
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One-Time Pattern Revivals Result 
in Fresh Style Offerings 


W ITH all the business that they can accept . . . and more 
besides . . . women’s quality shoe manufacturers in this 
area have not attempted to ring many changes on their 
frozen patterns. Some have put in the permitted new last, 
as we reported in our last issue. Others say that they have 
all the lasts they need and prefer not to complicate pro- 
duction problems by the introduction of anything new. One 
manufacturer . . . an outstanding creator of women’s 
styles .. . has been working on a new last, but is holding it 
for post-war use. Since he has no pattern which could be 
successfully used on this last, he sees no reason for adopt- 
ing the last until styles are “unfrozen.” 

Changes have been made on old patterns by shifting of 
ornaments or by selling untrimmed shoes. Since most 
stores have developed extensive ornament departments, 
customers will be able to make half a dozen changes on 
one of these patterns by the purchase of ornaments sepa- 
rately. The manufacture of ornaments in the New York 
area is becoming a sizeable business in itself under present 
style restrictions. Freshness and variety are also being 
achieved by the use of perforations on formerly unperfo- 
rated shoes, by the opening of the back of a shoe and the 
closing of the toe and similar permitted changes. Some 
factories have added what look like new patterns by re- 
viving some that had been made during the prescribed 
period but never sold. Some of these old styles look very 
good to their makers now, they say. 

At a fashion show given by a leading New York manu- 
facturer recently, high heel d’Orsay pumps, low cut very 
often, played an important role on high heels. Low heel 
patterns with gypsy front seams, closed toes and closed or 
open backs and shanks were also prominent on the runway. 
Several types of sandals were also shown. Extra thick 
soles, extension soles, some square toes and a baby doll 
last were also featured. 

The play shoe houses are going into the manufacture of 
children’s play shoes in a big way in the New York area. 
They are frequently made in the same patterns as the 
women’s shoes, thus permitting the popular Mother and 
Daughter promotion theme. 
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Non-Rationed Shoe Demand Swamps 
Some Factories; Materials Scarce 


THE demand for playshoes and non-rationed styles gen- 
erally has almost literally swamped New England factories 
which specialize on those types of footwear. Some of the 
North Shore companies are booked up several weeks ahead 
and orders written at the New York showings have served 
only to intensify the congestion. 

In the field of women’s rationed shoes of leather,. the 
pinch resulting from scarcity of materials, growing ever 
more acute, has resulted in some cases in a downward re- 
vision of allocations to the merchant. Beginning with a 
shortage of sole leather, the shortage has spread to upper 
stock and even to leather and fabric lining. 

The sole leather shortage, of course, has hit the makers 
of men’s shoes far harder than it has the women’s in which 
lighter weight hides and skins serve as the raw material 
and the prediction is freely made that any relief which 
may come through a change in the amount of sole leather 
currently allocated by the WPB to the repair industry will 
be short-lived. Nor is there much chance, according to a 
New England manufacturer of composition soles, that there 
will be any increase in the production of that type of soling 
material. Despite the fact that a recent Washington rumor 
apparently pointed the way to an increase in the amount of 
Buna S (one of the artificial rubbers) which could be used 
for soles, this manufacturer says he sees no possible chance 
of this coming to pass. The second part of the story—that 
the increase of the Buna S content of the composition sole 
would eliminate the use of carbon black, the element which 
tends to mark hardwood floors—is also denied by this man- 
ufacturer who pointed out that carbon black is used to 
color the sole and that no change in the amount of Buna S 
which might be used could possibly have any effect on the 
amount of this coloring agent. This, he said, must remain 
constant as long as black soles are made. 

The number of shoes made in the three New England 
states during the month of February, according to census 
figures analyzed by the New England Shoe and Leather 
Association, was 12,305,307 pairs, an increase of two per 
cent over the same month last year. The volume of orders 
booked by Massachusetts shoe and leather manufacturers 
during February of this year, according to the Associated 
Industries of Massachusetts, was 10 per cent less than in 
February of 1943 but approximately five per cent more than 
those booked in January. The February increases in shoe 
production by states were: Massachusetts four per cent; 
New Hampshire, three per cent; and Maine, three per cent. 


Str Cues 


No Visible Let-Up Seen in Shoe 
Demand, Despite Retail Decline 


With the opening of the new Fall season, manufacturers 
of this market for the most part find no appreciable letup 
in the over-all demand for shoes. At the same time they are 
fully aware of the fact that retail sales slumped the first 
quarter of this year; that dealers are beginning to watch 
their stocks more carefully, and that for some time now the 
manufacturers of low priced shoes have not found the going 
too easy. Furthermore, with the continued shortage of sole 
leather aggravated by recently increased allotments for 
repairs, some manufacturers here venture the opinion that 
the production of rationed shoes might drop off during the 
balance of this year. 

Yet when one considers the remarkable production per- 
formance of this district during the past three seasons, and 
on top of it the fact that current production is only 1 per 
cent below a year ago, one wonders whether shortages are 
as real as they are said to be. It is true that some factories 
are making fewer pairs today than before the war, but on 
the other hand many factories appear to be producing more 
pairs per season and with less help. 

Some of the new Fall lines have gone out with dealer 
quotas set at 5 to 10 per cent lower, but most of the lines 
have set quotas up on the same basis as last season. 

Prices, generally speaking, are the same as last season. 
Here and there a manufacturer will withdraw a shoe on 
which the cost has gotten out of line. But on the whole the 
new Fall lines have gone forth with many new styles, par- 
ticularly with women’s low-heel light sole types. 

Sales conventions this Spring were felt to be more essen- 
tial than for the past two seasons. In fact, for the first time 
in two years some of the general line houses have had their 
men come to headquarters for specially planned meetings. 
The subjects for discussion indicate that activity in the field 
of style generally is picking up; that post-war plans are 
coming in for much careful study, and that conditions that 
might develop immediately upon cessation of hostilities in 
Europe are of considerable concern. Thus it is obvious that 
the St. Louis shoe industry is girding itself for an active 
and competitive post-war period; that it is felt this period 
is not far off. 

St. Louis manufacturers who exhibited their lines in New 
York April 17-20 were well pleased with the attendance 
and value of contacts made. Secretary Burton, of the St. 
Louis Manufacturers Association, estimated dollar volume 
of orders placed as the largest ever recorded at a St. Louis 
showing in the East. 





Former Tanner Made 


tain Laub is assistant to the Chief of at the 
the Depot Control Staff. 


Schenectady Quartermaster 
Depot. 








Captain in QMC 

Boston, Mass.—The promotion to 
Captain of 1st Lt. David J. Laub, 
QMC, of Buffalo, N. Y., who formerly 
was associated with George Laub’s 
Sons, Buffalo tanners, has been an- 
nounced by Colonel W. J. Calvert, 
QMC, Commanding Officer of the Bos- 
ton Quartermaster Depot, where Cap- 
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Captain Laub entered the Army as 
a private in June, 1942, and was com- 
missioned a second lieutenant in Feb- 
ruary, 1943, upon graduation from the 
Quartermaster Corps officer candidate 
school at Camp Lee, Va. Eight months 
later he was promoted to first lieu- 
tenant. Before coming to the Boston 
Depot in May, 1943, he was stationed 


Captain Laub was graduated from 
Yale in 1932 and received a degree 
of Master of Business Administation 
from Harvard in 1934. 

Captain Laub recently received off- 
cial commendation from the Office of 
The Quartermaster General for “out 
standing work in developing standard 
organization and procedure.” 
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happen to welts?” 


The future of Casual Classics has never 
been brighter or more secure. ¢ Wartime duties 
have given tens of thousands of women a new 
appreciation of welt ease and comfort . . . qualities that are 
inherent in the construction, not merely in the appearance. 
In 1941 we jumped the guns with a new kind of military-smart oxford. And today again 
we’re a stepin ahead of your customers’ wants with welts that embody the three most important 
factors in contemporary styling: Soft, resilient uppers. Solid bottoms. And the right, light look for today’s 
feminine clothes. ¢ We are not building “duration” types of shoes. We are building an enduring welt 
business for our dealers and ourselves. And with the many war-born welts available, it is more 
necessary than ever to choose types wisely, to fit the character of your business and your clientele. 
e The retailer who pegs his operation on Casual Classics need have no fear for the future of welts 
sy in his store. And a successful welt operation is the basis for a successful shoe operation. 





CLASSICS 
uve sy MARSHALL, MEADOWS & STEWART, inc. - ausurn, new York 


Manufacturers of women’s fine welt shoes 









merly we pushed the higher brackets, 
but now we find that the higher 
priced shoes will sell easily enough, 
while the lower priced shoes need 
pushing. So far we have not had any 
difficulty with synthetic soles, al- 
though in the Winter some of the plas- 
tics used as shoe soles split and 
cracked in the cold temperatures we 
have in Duluth. We have had pretty 
good luck with the sole leather we've 
been getting. Occasionally we do get 
some shoes with soles that are excep- 
tionally porous. So long as the weath- 
er is dry, they are satisfactory, but 
with a spell of wet weather, they go 
to pieces. In such cases, we take 


them off and replace them with an- * 


other sole.” 
* * * 


Finds Stylists’ Opinions 
Not Representative 


“Wr have a general shoe store, and 
conditions there are about the same 
as you'll find them everywhere. Busi- 
ness is good and supplies are short. 
Deliveries of shoes improving some- 
what, especially in the children’s lines. 
Suppliers are covering their good ac- 
counts; they aren’t looking for new 
business, although they could take on 
as many new accounts as they could 
handle if they wanted them. The 
point is that they are taking care of 
the stores who have been good ac- 
counts for them in the past. 

“Why doesn’t the manufacturer ask 
the retailer what he wants, rather than 





A. D. GLASER, GLASER SHOE 
STORE, GARDINER, ME. 








What Retail Shoe Men Said 


[Continued from page 29] 


depend on the advice of stylists who 
are connected with big city outfits and 
have the big city viewpoint. Their 
opinions are not representative of con- 
ditions in the smaller towns. And 
why don’t manufacturers sell you A’s 
and C’s, instead of selling AA’s and 
B’s. You can’t fit an A foot with a 
AA, nor can you fit it correctly in a 
B. This is a condition which should 


be corrected.” 
= * = 


Men’s Shoe Business 


Hard Hit by Draft 


em 





M. H. REESE, MANCHESTER 
SHOE STORE, BALTIMORE, MD. 


“We : 

carry men’s shoes only, and 
have found that the draft has affected 
our sales by as much as 30 per cent. 
Deliveries have been fair, and we have 
had to accept composition soles along 
with our regular leather soled shoes. 
We have had complaints about the 
fact that these soles mark the floors, 
but we have overcome the customer’s 
cbjection by stressing the fact that 
these soles will give excellent service; 
the good wearing qualities have to be 
emphasized to make the shoes sell.” 





Lorenz C. Kohler 


Mapison, Wis.—Lorenz C. Kohler, 
who operated a shoe store in Camp- 
bellsport, Wis., from 1875 until his re- 
tirement a year ago, died recently at 
the age of 87. 

He is survived by a son, John, of 
Campbellsport; a daughter, Mrs. H. 
C.. Scholler, Random Lake, Wis.; a 
brother, a sister, four grandchildren 
and six great-grandchildren. 












1840 Attend “210” Banquet 


NEw YorK.—tThe high feature of the 
Fall Opening Week here was the ban- 
quet and entertainment by the 210 As. 
sociates, held at the Hotel Astor, Mon- 
day, Apri! 17. This association of 
shoe, leather and allied men, with head- 
quarters in Boston, has in seven years 
developed a charitable and fraternal 
fellowship outstanding in the trade, 

With an attendance of 1840 men and 
women at the Hotel Astor, T. Kenyon 
Holly, chairman of the committee, said: 
“The 210 Associates, as well as the 
Fall Shoe Showing, is a permanent 
annual feature with the industry, and 
this meeting has greatly increased the 
funds of the 210 Associates—every 
dollar of which is expended for relief 
within the trades, without appeal to 
outside organized charities.” 

Louis H. Salvage, president of the 
New England Shoe and Leather Asso- 
ciation, said: “Another milestone in 
the history of our industry has been 
reached. This Fall Shoe Show has 
proved its worth and its need as an 
established feature of trade life—both 
economic and social.” 

The banquet was a sparkling social 
event and the entertainment, the pick 
of Broadway’s talent, was eagerly ap- 
preciated and applauded. 

Nathaniel P. Lyons, the new presi- 
dent of the 210 Associates introduced 
the guests, who included executives of 
the major associations and men prom- 
inent in WPB, OPA and trade life. 

T. Kenyon Holly was made an 
honorary life director of the 210 Asso- 
ciates. 


‘Dollar Volume Retail 


Shoe Sales Off 


PHILADELPHIA, Pa.—Dollar volume 
of retail shoe sales was under expecta- 
tions during the month of February 
in the Philadelphia area. A drop of 
4 per cent for February under the pre- 
vious month, and a decline of 28 per 
cent compared to the same month in 
1948 were reported recently by the 
Federal Reserve Bank of Philadelphia 
for stores reporting in their district. 
For the first two months of this year 
total volume has reached a decline of 
21 per cent under the same two months 
a year ago. 

Inventories for February were of 
11 per cent compared to January of 
1944 and 12 per cent below those of 
February 1943. Rationing and restric 
tions on the manufacture of shoes are 
reflected in the smaller inventories 
while many other lines were much 
larger than a year earlier at depart 
ment and women’s apparel stores. 

Production of shoes in that district 
for February were reported 3 per cent 
below the previous month and 7 pe 
cent under the same month of the pre 
vious year. Total production for Jant 
ary and February was 6 per cent ul 
der that for the same two months & 
year ago. 
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Trade Echoes from April Shoe Shows 


Plenty of Buyers; Too Little to Sell 





Fall Shows Filled New York Hotels with Shoes and Shoe Men, But 
Quotas Were Quickly Filled and Future Outlook Is Tight 


New York—Shoe Market Week in 
New York, April 16-20, proved a spec- 
tacular success so far as attendance 
was concerned, and manufacturers who 
had shoes to sell found plenty of buy- 
ers. The latter came from near and 
far and from all directions, hoping to 
be able to supplement their quotas or 
pick up wanted merchandise not avail- 
able from their regular sources. Some 
of them succeeded; many were disap- 
pointed. In general buyers of higher 
price lines encountered the tightest 
merchandise situation; lower price 
shoes -were a little easier. There was 
a lot of interest in non-rationed foot- 
wear and a good deal of merchandise 
available. Some retailers were looking 
for slippers, and a definite scarcity con- 
fronted them. 

‘Zhe McAlpin and New Yorker Hotels 
and the Marbridge Building were show 
headquarters, but exhibitions spread out 
under many roofs. Even the swanky 
hostelries skirting Central Park housed 
a few; elsewhere shoes were all over 
the place. In this connection the indus- 
try came in for some criticism for at- 
tempting to stage a merchandise ex- 
hibition in the metropolis at this time. 
New York business men protested be- 
cause no beds were available for their 
regular buyers and hotels were targets 
for complaints from regular guests. - 

Total number of lines shown topped 
400, and buyers began to flock in on Sun- 
day, which was official opening day for 
the volume group at the New Yorker 
Hotel. Sample rooms were mobbed on 
that day, and throngs of visitors 
paraded the corridors at all the hotels 
throughout the week. Some of the 
sample rooms were open mairily to greet 
their guests, with little to sell. They 
talked about the good old days and 
what they hope to do when peace re- 
turns. Retailers were curious about de- 
liveries and eager to know if any pos- 
sibility of increased quotas exists. 
Sellers weren’t at all optimistic on the 
latter score. But there was a friendly, 
give and take spirit about it all, re- 
flecting perhaps the easy prosperity the 
trade has enjoyed, as well as a realiza- 
tion that the other fellow has his prob- 
lems too. As one salesman expressed 
it, “Shoe men like to gripe a lot, but 
they usually manage to find a way.” 

Undoubtedly these April shows were 
important, not only on account of the 
volume of Fall shoe buying, although 
the sum total of business placed reached 
very sizable figures, but also because 
the convocation of manufacturers and 
merchants gave opportunity for an ex- 


tensive exchange of viewpoints as to 
the probable course of future develop- 
ments, 

Stylewise and otherwise, the shows 
had a distinctly future outlook. It 
was the first opportunity manufactur- 
ers have had to show new lasts, now 
permitted under recent M-217 amend- 
ments. Manufacturers also employed 
their ingenuity in providing patterns 
and treatments that gave an appear- 
ance of freshness, while keeping well 
within the law of wartime style restric- 
tion. Some went even further and gave 
their accounts a peek at new things 
they hope to do when the rules permit, 
testing their own ideas by the measur- 
ing stick of merchant reaction. 

Manufacturers considered the shows 
so successful that there was talk in the 
New England and St. Louis groups 
of making these showings of Fall shoes 
in New York permanent April dates 
on the shoe calendar, thus taking a long 
step toward the oft-discussed objective 
of two big shoe showings a year, one 
in the East and one in the Mid-West, 
the National Shoe Fair in November 
constituting the western show. 


Miller Quality Forum 
Cooperative Effort to Increase 
Market for Good Shoes 


New YorK—Under the slogan “The 
Average American Woman Will Buy 
More Better Merchandise If It Is Made 
Available To Her,” the I. Miller organ- 
ization gathered 350 merchants to- 
gether on April 18 at the Ritz-Carlton 
Hotel, during Fall Opening Week. It 
was a merchants’ convention, complete 
with leaders in associated merchandise 
and accessories cooperating. 

Chairman I. E. Grossmann, General 
Sales Manager of I. Miller, defined the 
meeting as follows: “When we use 
the expression ‘better merchandise,’ we 
mean to imply the quality standard 
and not particularly the price. The 
quality standard that to the average 
American woman gives her a product 
that is better than usual quality or low 
quality. A product that will give her 
good wear, good appearance, and good 
value because of the services rendered 
—which eventually will make her feel 
that regardless of price—better mer- 
chandise of better quality is an econ- 
omy and serves a definite purpose in 
her life.” 

George Miller, president of I. Miller, 
Inc., explained the problems of pro- 





duction and the capacity of the facto 
to make, sell and serve. Herbert Sted 
research expert for the New Yor 
Daily News, gave market studies 

the buying power of ali of the diy 
tricts within metropolitan New Yon 
and graphically showed that the ly 
income areas had a purchasing power 
for quality merchandise greater thu 
the Park Avenue district. Many mer. 
chants at the meeting resolved to mak 
similar studies in their own commuti- 
ties because this was a revelation tp 
them of untapped quality markets. 

James Mahoney, banker and realtor 
of Bristol, Virginia-Tennessee, gave th 
human interest story of Sterling House. 

Walter Deitsches of Kaufmann’s of 
Pittsburgh, put an emphasis on th 
coordination of quality merchandix 
and quality service in contiguous de 
partments and paid high tribute t 
Ben Cohen for the quality position of 
the shoe departments of Kaufmann’s 
in good times and bad for a full thirty 
years. Nathan Rosenfeld spoke in be 
half of a dominating quality position 
in small cities and towns as exemplified 
by his experience as head of Jacobson’s, 
Inc., a group of specialty stores in 
Michigan. 

No I. Miller meeting is complete 
without its fashion presentation, s 
Verne Clark, promotion coordinator, 
dramatized the styles and their particv- 
lar significance in relation to types, 
colors, materials and general fashion 
trends. The suits, coats and dresses 
featured the quieter colors for Fall— 
grey, brown, black, blue. The hats, 
scarves, blouses, jacket linings, gloves 
and a few handbags introduced flashes 
of brilliant color contrast to the gen- 
erally subdued tones of the costumes 
and the black, brown and tan shoe 
colors. A softened gold-yellow was 
effective in a new kind of raincoat and 
a suit. As a practical wartime style 
idea, Miss Clark urged the mixing of 
materials in accessories, such as a kid- 
skin bag, suede shoes and gloves and 
a calf belt. It was noted that shoes 
and handbags were frequently matched 
in a material, especially in the case 
of lizagator shoes and bags. D’Orsay 
pumps appeared as one of the leading 
styles. “Bareback” shoes were also 
shown with many of the costumes. 
Sandals appeared several times with 
the Miller “Bracelets on Your Feet,” 
a striking, very open, asymmetric pat 
tern. A special sole, the “Pedestrian 
Sole,” and extension soles with squared 
toes were also featured. An orchid 
was conferred on Morris Wolock by 
Miss Clark for -his- creation of 
Shank’s family. 

Luncheon in the Crystal Gardens and 
cocktails at the conclusion made up. 
Miller’s contribution to “Better Mer 
chandise for the Average Woman.” 
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209 SOUTH STREET, BOSTON 11, MASS. 















Telling the World About a 
GREAT DISCOVERY 


, seven great publications are 
regularly carrying the story of a great 
new shoe polish. New, yes—and vastly 
different, too, in the faster, highest- 
gloss shine it gives. Yet for all its de 
luxe quality, people save money with 
Bon Ton Stain because a little bit goes 


a long, long way. 


WHITTEMORE 
Shoe Dressings 


CAMBRIDGE.....MASS. 

















Retailers, Prepare Now! 


[CONTINUED FROM PAGE 31] 


is preferable to separate “In and Out” records into sep, 
rate departments and prices. This system is so successfj 
with most chain stores that some charge their few stod 
shortages to their managers (which is obviously unfair), 

I know of several department stores that operated depan. 
ments with their usual stock shortages of about one pe 
sent. After these departments had been leased to organin. 
tions that installed this “In and Out” system, the stocky 
checked each year almost to the item. 


Lost Sales 


Lost sales constitute one of the most important of al 
factual ‘considerations and one that has seldom been ip. 
cluded in statistical studies. Yet it can be responsible fo, 
the greatest proportion of excessive costs. It is an obviow 
evidence of poor buying and selling. Lost sales increay 
practically each item of expense. 

Have you ever computed the exact amount of lost sale 
in your store? An average lost sale of only one pair oj 
shoes per day, at $5.00, for instance, amounts to $1,50 
per year. 

Many competent accountants advocate computing retail 
costs on a unit basis of so much per transaction, as do 
manufacturers, rather than on the present percentage basis 
Such accounting would certainly give us a more accurate 
knowledge of our true costs. However, we would haves 
much better conception of our costs if we would consider 
them on a unit basis of so much for every customer who 
enters our store. For, regardless of whether we actually 
figure our costs in this manner, certainly every customer 
who enters our store, and every customer who later retums 
merchandise, costs us a part of our selling, supervision, 
advertising, rent and other expenses. 

This method of figuring costs would bring home to 
the importance of the maintenance of more adequate (but 
not necessarily larger) stocks, and the necessity of much 
more efficient selling service. 

I shall mention in subsequent discussions some methods 
of reducing the amount of lost sales that have proved effec 
tive. Excessive lost sales are a positive sign of inefficiency. 

In discussing the elements of the Buying Budget, I com 
pared purchases to the fuel that generates the power ol 
sales. I shall next consider inventories as the signal that 
warns the retailer when his purchases and sales are not it 
proper balance. 

A study of Inventories and the related much used, and 
often abused, term “Turnover” reveals some significant 
facts that reach the very core of retail efficiency. 





Next Chapter: “Inventory—The Red Light Tha 
Flashes ‘Stop’ ” 
WHAT HAS GONE BEFORE 


Chapter I: “Shoe Retailing Today and the Outlook for 
the Future,” March 1 issue. 


Chapter II: “An Aerial Photograph of the Efficiency 
Objective,” March 15 issue. 


Chapter III: “Buying Budgets and Expense Budgets” 













































April 1 issue. 


Chapter IV: “Purchases—-The Fuel That Generates Re 
tail Power,” April 15 issue. 


Boot and Shoe Records 












is exp 
comple 
of 50 | 
for re 
Buforc 
comply 
which 
more | 
sized, | 
ries 0! 
make t 
tion as 

Eacl 


paired 
thorou 
and d 
bility 

being | 
requirt 
go thi 
necess: 
of rep 
tached 
trimm: 


brush 
a cir 
punche 
have 
checke 
and ti 
agains 
tees th 
operat 
Shoe 
tory f 
placed 
wareh: 
press 
Assi 
pair < 
ployee: 
In a 
Macka 
repair 


Five- 


For | 


and h 


equalit 
of the 
restric 
of this 
proble: 
doubt.’ 

The 
fore hz 
der th 
store-o 

Und 
Policy, 


ve b 


be sho 
will be 


May |, 





nto sepa 
uccessfyl 
ew stock 
in fair), 
d depar. 
one per 
organiza. 
le Stocks 


~s Re 


ordel 








_ May |, 1944 


Army Reclamation Program 
Saves Leather 
[CONTINUED FROM PAGE 40] 


is expected of him, performs his task 
completely and efficiently. An average 
of 50 per cent of all shoes and boots in 
for repairs are turned over to the 
Buford Shoe Factory, at Buford, Me., 
complying with government regulations 
which prohibit half soling of shoes 
more than twice. Here, they are re- 
sized, re-tanned and put through a se- 
ries of processing steps, designed to 
make them as close to new-shoe perfec- 
tion as possible. 

Each month, however, approximately 
6500 pairs of shoes and boots are re- 
paired at the Camp Mackall shop. A 
thorough system of bookkeeping checks 
and double checks prevents the possi- 
bility of errors or mis-mating. After 
being properly tagged and marked for 
required work, the shoes are ready to 
go through the series of operations 
necessary to place them in a good state 
of repair. First, the half soles are at- 
tached and stitched, finished on the 
trimmer, sandpapered down to a smooth 
edge, polished and finally finished on a 
brush wheel. As each shoe is half soled, 
a circular identification mark is 
punched into the shank. After the heels 
have been applied, the shoes are 
checked, examined for protruding tacks, 
and tips are sewed. Final re-checking 
against the original inventory guaran- 
tees that no shoes have been lost in the 
operation. 

Shoes turned over to the Buford fac- 
tory for salvage are immediately re- 
placed by new shoes from the supply 
warehouses. Mr. Coward is quick to ex- 
press pride in the quality of the work. 

Assisting Mr. Coward in the shoe re- 
pair department are 18 civilian em- 
ployees and four soldiers. 

In addition to shoe repair, the Camp 
Mackall Reclamation Shop also keeps in 
repair articles of clothing, such as 
shirts, trousers, underwear and blan- 


Five-Phase Program 
For Remodeled Department 
[CONTINUED FROM PAGE 35] 


and he doubts that merchants need 
entertain any fear as to lessening of 
equality. He continued, “The ingenuity 
of the manufacturers, under present 
restrictions, was a remarkable feature 
of this event. That they will meet their 
problems in the future, I have no 
doubt.” 

The Harris shoe department hereto- 
fore had been a leased department. Un- 
der this new set-up it became wholly 
store-owned. 

Under this unlimited direction of 
Policy, plans for future promotions 
have been set. Whites have been fea- 
tured in March and April; suedes will 
be shown in May and June; patents 
Will be promoted at all times. 





"In my practice of medi- 
cine, I have had a good 
many patients come into 
my office suffering from 
foot troubles. In most 
cases I requested them 
to purchase Health Spot 
Shoes and the results 

—s they obtained were un- 

== believable. 


I hope you will be able 
to keep up the same 

standard of good shoe— 
making, as there are & 
lot of people depending 
on you for foot relief." 





eal 
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The above letter was written by a Physician who is also a 
Health Spot Shoe wearer. Finding complete comfort himself, 
he knew that he could recommend Health Spot Shoes to his 
patients with the utmost confidence. This type of customer- 
following produces a nice percentage of new business that is 
easy to handle and costs nothing. 


ATTENTION: ORTHOPEDIC SHOE FITTERS 


There never was a better opportunity for good shoe men who 
are anxious to do a better job for those who need correct 
shoes. The many desirable openings in retail shoe stores 
created by men leaving for the service are worth investigating. 
If you are interested in making a change where you will have 
a better opportunity to do a real service for your customers, 
we may be able to help you. Send for application. 


Health Spot Shoe Company 


1240 LAWRENCE AVE. CHICAGO 40, ILL. 


Health Spot Shoes for Men, Women and Chiidren 


MARUFACTURERS OF THE MOST COMPLETE LINE OF CORRECTIVE 
SHOES I AMERICA FOR MER, WOMEN AND CHILORER 
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KEEP Srashed CLEAN 








Clean brushes last longerand do 
better work. Hold a wet sponge 
to the face of the revolving 
brush until dry and hardened 
sediment or stain is softened 
and removed. Brushes washed 
while spinning on the shaft 
throw out the water and keep 
it from entering the construc- 
tion at the hub where it could 
cause warping or swelling: 
Power brushes should be clean- 
ed at least twice a day. 





Weeks or even months of wear 
can be added or taken from the 
life of a power brush depending 
on the treatment it receives. The 
best and most economical gum- 
ming and staining is accom- 
plished with the tip end of the 
bristle or hair. “Burying” the 
shoe in the brush turns brush 
material at a sharp angle, weak- 
ens it and causes it to wear out 
faster. Too much pressure can 
also mat down the hair or bris- 














NOT THIS 
























iy . 
tles causing them to cut against 
each other. 


USE ALL OF THE Brak 


Another way to get maximum 
service from a power brush is to 
move the shoe from side to side, 
utilizing the entire face. Avoid 
continual use of one spot as a 
hollow will be worn and the full 
efficiency of the brush destroy- 
ed. Reversing the brush at inter- 
valsalso aids in obtaining longer 
more even wear. Use brushes 
correctly and before discarding 
one, make sure that it has given 
all possible production. 





Brushes not in use should be kept in a dry 
box, closet or storeroom with plenty of 
moth repellent. Bristle and hair are both 
favorite foods of the moth. 


T YOU HAVE 
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WHY CONSERVE? 
Demands on the time, raw 
stocks and energy needed 



















to replace wastefulily used 
materials, detracts from the 
facilities needed to further 
the War Effort. 
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Black Leads in Boston Retail Sales 





Pumps the Favorite in Sling Back and Ankle Strap Patterns—W alking 
Oxfords also Come in for Promotion 


Boston, Mass.—Black is the domi- 
nant color note in footwear in Boston’s 
retail stores as the post-Easter period 
ends and late Spring and early Summer 
styles make their appearance. 

The newly-opened store of Joseph 
Antell on Boylston Street during the 
week ended April 22 promoted sling 
pumps in black suede and plain pumps 
with open toes in black smooth leather. 
All carried decorative throat orna- 
ments of the same color; some were 
decorated with black beading on the 
foreparts. Another part of the two- 
window display consisted of non-ra- 
tioned Summer play shoes—ankle ties, 
sling pumps and sandals in green, blue, 
red and white. 

The Treadeasy store featured com- 
binations of gabardine and leather- 
black fabric with black smooth leather 
as well as with black patent; blue 
gabardine with midnight blue patent; 
and brown gabardine with brown 
smooth leather. Included also were 
high-throat oxford types of brown 
leather with vamp cut-outs. 

The Tremont Street Walk-Over store 
showed fewer blacks, featuring instead 
ties and pumps in brown reptilian 
leather, one or two walking oxfords 
and pumps made of brown grained kid 
leather and blue kid oxfords. 


E. T. Slattery stressed styles in all- 
over black patent, black reptile and 
black smooth leather. A majority of 
the patterns were sling pumps with 
liberally perforated and cut-out vamps 
and open toes. 

Fully 90 per cent of one Selby Shop 
window on Temple Place was devoted 
to black pumps and oxfords of all-over 
smooth leather and of combinations of 
black patent with black gabardine. A 
display of blue gabardine, open-toe 
pumps and pumps of black reptilian 
leather were in the second window. Re- 
‘ports were to the effect that blues had 


been very good and that blacks were ° 


beginning to sell better than they had 
during the early part of the season. 

An. interesting promotion at the Jor- 
dan Marsh department store (third 
floor, high-grade shoe department) was 
that of the store’s line of walking 
shoes for younger girls and misses. 
This is an extremely flexible soled line 
of moccasin-type footwear, made of 
saddle leather in army russet in three 
styles — Norwegian, half-wedge heel 
models and full five-eyelet blucher ox- 
fords. 

Merchants report that Spring busi- 
ness to date is well ahead of the same 
period last year. Gains range from 10 
to 25 per cent. 





Fabric Association Holds 


First Luncheon 
New York — National Shoe Fabric 
Association, Inc., held its first luncheon 
at the Hotel McAlpin, here, during the 
1944 Fall Shoe Week. A large ‘num- 
ber of shoe and fabric people attended. 
Guest speakers were: Grover A. 
Whalen, chairman of the Mayor’s com- 
Mittee to make New York a fashion 
center, who spoke on the importance 
tall industry in New York of main- 
and promoting fashion activi- 

ties here; Mrs. Eleanor Montgomery, 
editor of Vogue, who suggested 

that fabric shoes could be sold as natu- 
tal accompaniment to the new fabrics 
fh clothes; Mrs. Esther Lyman, mer- 
thandise editor, Harper’s Bazaar, who 
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outlined the postwar possibilities in 
shoes of fabric; Alice Richardson, mer- 
chandise editor of Mademoiselle, who 
suggested that attractive comfortable 
casual shoes would be preferred by col- 
lege girls after the war when restric- 
tions .are lifted, if they were styled 
correctly. Drew Pearson, radio com- 
mentator, was the final speaker, and 
his comments on the war and the ques- 
tion of the “second front” were both 
interesting and enlightening. 

The aim of the association, as pre- 
sented by A. S. Burg, president, is to 
sell more fabric shoes, but only those 
which are appropriate to fabrics; that 
is to sell the right types of fabric shoes. 
The association will engage in research 
and constant promotion toward this 
end, he explained. 









February Production 
Up 2.1 Per Cent 
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WASHINGTON, D. C.—Production of 
boots, shoes and slippers, other than 
rubber amounted to 387,961,295 pairs 
in February, according to a monthly 
release by the Department of Com- 
merce, Bureau of the Census. This 
figure represents an increase of 2.1 
per cent over the production in Janu- 
ary and an increase of 0.4 per cent 
over February, 1943. 

Output of government shoes, includ- 
ing dress and work types as well as 
women’s, came to 3,754,398 pairs in 
February, compared with 3,576,615 
pairs in January, and 4,001,555 pairs 
in February a year ago. Production 
for the two-month period, January and 
February, was 7,331,013 pairs, 7.4 per 
cent below that for the same two 
months the previous year. 

Production of men’s shoes, including 
both dress and work types, amounted 
to 5,994,217 pairs in February as 
against 5,965,132 pairs in January and 
7,235,346 pairs in February, 1943. 
Production for the two months was 
11,959,449 pairs, 16.4 per cent below 
that for the corresponding period last 
year. 

Youths’ and boys’ shoe production 
rose to 1,619,922 pairs in February 
from 1,576,452 pairs in January and 
1,480,522 pairs in February cf last 
year. Production so far this year was 
3,096,374 pairs, 2.8 per cent higher 
[TURN TO PAGE 66, PLEASE] 
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TO HELP YOU 


BIGGER 





INFANTS’ SHOE 


SALES and 
PROFITS 
For 


The Virginia. Shoe 


FREDERICKSBURG, VIRGINIA 





Que. 





Canadian Shoe Trade Solves War Problems 


Designs Wide Variety of New Footwear Types and Utilizes New 
Processes to Satisfy Military, Industrial Needs 


ToRoNTO—Vigor and resourcefulness 
of the shoe industry have been twice 
tested in this war, twice demonstrated. 

Even while the nation’s footwear 
manufacturers were straining capacity 
to fill large orders for special and 
standard military boots, they were 
called upon also to meet the pyramiding 
demands of burgeoning industry. 

Heavy 
from month-to-month, with: new proc- 
esses installed in practically new fac- 
tories all across the country, and there 
began a historic expansion of the 
women’s industrial army. 


The New Working Foot 


Shoe designers, concerned in normal 
times largely with the creation of eye- 
appeal in fashionable footwear, found 
themselves discovering new worlds in 
an ancient industry, new aids to the 
working foot and the fighting foot. 
These unsung technicians burned the 
midnight oil over complex problems of 
structure, mechanics and the properties 
of materials that had been more or 
less taken for granted for centuries. 





Dates to Remember 


Midsummer Shoe Fair Shoe Trav- 
elers’ Association of 
Morrison Hotel, Chicago, Ill. 
April 29, 30, May 1, 2, 1944 
Travel-saving Shoe Show, Parker 
House, Boston, Mass. 
May 1, 2, 3, 4, 1944 
Fall Buying Show, Southwestern 
Shoe Travelers’ Association, 
Adolphus and Baker Hotels, Dal- 
las, Tex. May 2, 3, 4, 5, 1944 
Fall Buying Convention, Northwest- 
ern National Shoe Travelers’ 
Association, Dyckman Hotel, 
Minneapolis, Minn. 
May 7, 8, 9, 1944 
Indiana Shoe Buyers’ Week, Fall 
Indiana Shoe Travel- 
ers’ Association, Claypool Hotel, 
Indianapolis, Ind. May 7, 8, 9, 1944 
Monthly Shoe Showing, 
Shoe Travelers’ Club, Hotel Stat- 
ler, Detroit, Mich. May 8, 9, 1 
Fall Shoe Convention Mid-Conti- 


Oklahoma City, 
" May 14, 15, 1944 
Fall Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William 
Penn Hotel, Pittsburgh, Pa. 
May 14, 15, 16, 1944 
Iowa Fall Shoe Show, Hotel Fort 
Des Moines, Des Moines, Ia. 
May 14, 15, 16, 1944 
Midwest Shoe Travelers’ Show, Pax- 
ton Hotel, Omaha, Neb. 
May 21, 22, 1944 
Pacific Northwest Shoe Show, Port- 
land, Oregon. May 28, 29, 30, 1944 








manufacturers multiplied 


Again and again they came up with 
something new and: better, frequently 
with the co-operation of a Government 


department 


management. 
pened a sizeable additional task was 
tossed onto the load being borne only 
with difficulty by the manufacturers’ 
forces and equipment. 

While demand was skyrocketing for 
standardized styles, the industry made 
shift to turn out every last require. 
ment of special services in industry as 
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or of industrial process 
Every time this hap. 





well as the military establishment. ~ 
For the mushroomed foundries and an 
metalworking industries — aluminum, 
magnesium, steel—shoe experts de- the 
signed and mass-produced special boots Co 
for potmen, gaiters for moulders, clogs hee 
for markers. 
Siz 
For the Powder Keg Front 


As a home front counterpart of the 
parachutist’s shock-absorbing boot, and 
the commando’s armored boot, 
chemicals and explosives industry was 
given a whole range of metalless, non- 


Re 


the 
















conducting footwear to lessen threat of a 
. static electric spark. These, a large pro- SR 
portion of them for women, were Merch 
fashioned with sewn soles and with | 
heels wood-pegged instead of nailed. Discus 
There is a whole new range of func- LANCA 
tional footwear for heavy industry gen- Corporat 
erally, and for women newly engaged conferen 
in it. Shipbuilding is notable amongst cently. 
wartime industries making special de- future | 
mands on shoe design and output. dent Gee 
With millions of women at work in lief that, 
war industry last year, the job of keep- relief fr 
ing track of, and pace wit, their the prod 
needs alone, had assumed very large fall off 
proportions. though : 
Some of the protective bocts are immedia’ 
cunningly contrived to withstand im- he was, | 
pact, abrasion, chemical action and industry 
heat, but without marked increase in weather 
weight or loss of comfort—essential to compan) 
efficiency. Others have been heavily season | 
built up to provide such protection. same ba 
It would require very extensive _The ¢ 
944 writing to list here the hundred and time to : 
one separate qualities and shades of chandisi: 
difference among occupational boots The pro; 
widelf used in war industry, variations con 
in last, in re-inforcement, in weight, in Friend, 
height, sole and heel thickness and ma- Balancec 
terials, but samples shown recently cards an 
were of wide variety and self-evident played a 
functional suitability. plan. 
An interesting sidelight on the ver- Those 
satility of the industry is afforded by ence wer 
the rubber shortage. Special boots for New Yo: 
bushmen and fishermen were designed New Yo: 
for manufacture by adapting an old and Per 
waterproof-leather process, and these Coen, w! 
are reported to have gained wide and , 
immediate use. Mey 1, 1 
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[Wood for Soles 








a= 


heel or bind the ankle. 


Right from the heart of old Sweden are 
these Gay “Swedish Ties” — threaded thru 
“PERFECT ROCKER” WOODEN SOLES— 
they are designed to give perfect balance. 


Colorful, lightweight, they do not slap at the 


Sizes for women, misses and children. 
Write for circular 
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Reece Wooden Sole Shoe Co. 


Columbus — Nebraska 




















Shoes With a Future 


Be prepared for an upsurge of 
popular demand for Bellaire shoes, 
when normal production of this 
nationally famous footwear can be 
resumed. Far-seeing retailers recog- 
nize in Bellaire shoes the fulfillment 
of a million women’s desire. 

Meantime, we'll keep you and your 
loyal customers supplied to the best 
of our ability. 


x*** 


To maintain equitable distribution among our re- 
tailers, we cannot at this time establish new accounts. 


ELLAIRE SHOE COMPANY 


PORTLAND MAINE 








Merchandise Plans 
Discussed at Conference 


LANCASTER, O.— The Irving Drew 
Corporation held its semi-annual sales 
conference at headquarters here re- 
cently. A careful study of current and 
future conditions was made. Presi- 
dent George P. Utley expressed the be- 
lief that, unless the industry gets some 
relief from the sole leather shortage, 
the production of rationed shoes might 
fall off considerably this year. Al- 
though not at all optimistic over the 
immediate outlook for shoe production, 
he was, nevertheless, confident that the 
industry would continue to meet and to 
weather the problems of wartime. The 
company’s customer quotas for the new 
season were, therefore, set up on the 
same basis as last season. 

The conference devoted considerable 
time to a study of advertising and mer- 
chandising plans for the new season. 
The program covered the promotion of 
the company’s three lines of Foot 
Friend, Drew Arch Rest and Dr. Hiss 
Balanced shoes. New ideas in window 
cards and other dealer helps were dis- 
= as a complement to the general 


Those in attendance at the confer- 
eee were: N. J. Levy, covering eastern 
New York; Everett Drew, who travels 
New York (outside of New York City) 
amd Pennsylvania; Barney and Bert 
» who cover northern Illinois, Wis- 
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consin, Minnesota, North and South 
Dakota; L. E. Wentdland, traveling 
western Michigan, Indiana, Central and 
southern Illinois, Iowa, Missouri, Ne- 
braska and Kansas; Eli Smith, cover- 
ing Kentucky, Tennessee, North and 
South Carolina, Virginia, West Vir- 
ginia, Maryland and Washington; and 
George R. Utley, who is covering Ohio 
and Eastern Michigan. Members of 
the sales force not attending the con- 


ference were Gus Lowlan, southwestern 
territory; H. E. Griffiths, Pacific Coast. 





Named Coast Representative 


Los ANGELES, CALIF.—A. Van Shot- 
well is now associated with the Jarman 
Shoe Co. in representing them in part 
of the California sales territory. He 
is also carrying the Vulcan shoe tree 
line in this section. 





Authors Receive Shoes at War Bond Rally 





Brockton, Mass.—Well-known authors were presented with Walk-Over shoes at 
a War Bond rally held here recently. Left to right: Arthur H. Parsons, Jr., librarian 
of Brockton Public Library; S. J. Perelman; Christopher ‘Lafarge; Martha Huddles- 


ton, U. S. Treasury Department; Margaret Culkin Banning; H. 
intendent of one of the George E. Keith Co. factories. 


B. Whitcomb, super- 
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i Three Stars for Tomorrow a 


| FROM THE INDUSTRY'S 
FOUR STAR jossinc HOUSE 











ALL STYLES 
Ration Free 





* 


Stock No. 1175, Red Cloth 
Sling Pump Coll. Heel 


Stock No. 1176, Green Cloth 
Sling Pump Coll. Heel 


Stock No. 1178, Blue 
Sling Pump Coll. Heel 


$1.65 per pair 






Cloth 





IMMEDIATE , 
* DELIVERY 





Stock No. 5551, Red Candy 
Stripe Open Back Pump, 
Ww e Heel. 

Stock No. 5552, Green Candy 
Stripe Open Back Pump, 
het gs Heel. 

Stock No. 5553, Blue Candy 
Stripe Open Back Pumo, 
Wedge Heel. 

+. Stock No. 1505, Solid Red 
Stock No. 1509, Solid White 


$2.10 per pair 


Featuring Wear Tested Soles that 
Will Wear as Good or Better than 


Stock No. 5555, White Sandal 
Stock No. 5556, Green Sandol 


$1.85 per pair 











Leather Soles. 


B Width Only. Prices Net F.O.B. Boston. 
When Sending Crders, quote colors, heels and sizes. 
Packed in 18 and 36 pair lots: Sizes 3/7—4/8—5/9. 


ROGERS BROS. SHOES 


216 LINCOLN ST., BOSTON, MASS. 
\_ * STYLE «VALUE * QUALITY * SERVICE 
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in February reached 2,755,722 pairs, 
from 2,659,043 in January and 2,797,- 
399 in February, 1943. Total for the 
year so far was 5,414,765 pairs, 2.8 
per cent below that for the same period 
in 1943. 


February Production 
Up 2.1 Per Cent 


[CONTINUED FROM PAGE 63] 


than that for the same months the 





year before. 

Output of women’s shoes came to 
10,138,368 pairs, compared with 9,952,- 
200 in January and 14,243,799 in Feb- 
ruary, 1943. Total production so far 
this year amounted to 20,090,568 pairs, 
a 30.1 per cent decrease from the figure 
for the same period in 1943. 

Misses’ and children’s shoe output 


$6 


Production of infants’ shoes in Feb- 
ruary amounted to 2,196,820 pairs, com- 
pared with 2,155,214 in January and 
2,018,652 in February a year ago. Pro- 
duction for the first two months of the 
year totaled 4,352,034 pairs, 5.8 per 
cent above the figure for the correspond- 
ing period the year before. 


New Idea in Presenting 
Last Models 


PorTsMOUTH, OHIO— Vulcan Corp. 
has developed a new idea in present- 
ing. new last models to shoe manufac. 
turers. Previously new pieces of wood 





Upper pattern painted on the last to give 
the appearance of a shoe on a form. 


were shown without adornment or a 
pullover or a shoe was made for the 
special purpose of demonstrating the 
symmetrical lines and contours of the 
last. 

The new Vulcan method consists of 
lacquering an upper pattern on the 
wood and attaching a heel; when the 
last is presented to a customer it re- 
sembles a finished shoe with a form in 
it; thus the custom can judge for him- 
self how shoes made on that last will 
look. 

This new method is a step forward 
on the part of last manufacturers who 
want to provide customers with a visual 
impression of shoes made on their lasts. 





Magee to Buy for 
Strawbridge & Clothier 


DETROIT, MicH.—Walter H. Magee, 
buyer of women’s shoes at Crowley 
Milner and Company since 1933, and 
one of the best-known shoe men in the 
Detroit area, is leaving to become 
buyer of all basement shoe departments 
at Strawbridge and Clothier, Philadel- 
phia. 

Mr. Magee came to Detroit in 1913, 
starting as a salesman in the Crowley 
store, and working up to assistant man- 
ager by the time he left in 1924 to 
take a buyer’s post in Cleveland. He 
returned to Crowley’s as buyer in 1933, 
and has been a leader in shoe associa- 
tion activities as well ever since. He 
was recently re-elected for his fourth 
consecutive term as president of the 
Detroit Retail Shoe Dealers’ Associa- 
tion, of which he was formerly a di- 
rector. He is also a director of the 
Michigan Retail Shoe Dealers. 

For a number of years, Mr. Magee 
has headed the entertainment program 
at the annual Michigan Shoe Fair. 

He will be succeeded as president of 
the DRSDA by C. Guy Dixon of J. L. 
Hudson Company, vice-president. 
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Rackham Named 
To OPA Post 


Detroit, Micn.—Stuart J. Rackham, 
yeteran Detroit shoeman, hag been ap- 
pointed to the post of OPA Shoe Ra- 





STUART J. RACKHAM 


tioning Officer for Detroit, to succeed 
John Scott Black who was transferred 
to California. This is the second war 
in which Mr. Rackham has served his 
country by specialized service in his 
own industry. In World War I he 
was in charge of boot and shoe sup- 
plies for officers at Fort Custer, Mich. 

Mr. Rackham has been in the shoe 
business in Detroit for a quarter-cen- 
tury. About 17 years ago, he opened 
his own store on Park Avenue, as 
Stuart J. Rackham, Inc., taking in 
Clyde K. Taylor as a partner about 11 
years ago. He has served as secretary 
and director of the Detroit Retail Shoe 
Dealers’ Association during his long 
career here. 





Harold Keith Presents 
Walk-Over Service Pins 


BrocKTON, Mass.—Harold C. Keith, 
president of the George E. Keith Com- 
pany, on April 14 presented 307 Walk- 
Over home office and factory associates 
with service pins, recognizing 25 years 
or more of employment with the com- 
pany. In addition, each veteran em- 
ployee was given an honorary member- 
ship in the Walk-Over Club, carrying 
With it various insurance features. 

Separate presentations were made 
to veteran associates at the No. 4 fac- 
tory, Middleboro, No. 11 Factory in 
Campello, and the office associates. 

In addition, service pins were sent to 
alist of 230 men and women who have 
Deen associated with the handling of 
Walk-Over shoes at retail for a quar- 
ter of a century or longer. In his let- 
fer to this large group, Mr. Keith 
Pointed out that the pin might be worn 
appropriately and that it was sent with 

appreciation of the company and 
the hope that the association would con- 
for many more years to come. 
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SOLING THE SHOE! 
1S A MAJOR 
‘ OPERATION / 


pr ae 


STRONG FIBRE STRUCTURE 
THOROUGHLY TANNED 
UNCOMMONLY FINE GRAIN 
UNIFORM RICH COLOR 
FLEXIBLE IN ALL IRONS 
MOISTURE RESISTING 
FIELD-TESTED FOR WEAR 
QUALITY MAINTAINED 































A keen eye, a steady hand, 
and plenty of experience is 
needed, to stand at a Good- 
year outsole rapid lock- 
stitch machine and bottom 
the lasted shoe so it will 
have selling value in ap- 
pearance and wear. 


In this major operation, 
tons of Kistler Sole Lea- 
ther are daily used in fac- 
tories throughout the land. 
It admittedly makes any 
shoe for men a better shoe, 
because our balanced 
(bark) tanning method 
gives the hide substance 
the properties needed for 
the extreme service to 
which men’s shoes of all 
kinds are usually sub- 
jected. 
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LEATHER C OMPANY 


‘BOSTON. MASS! 








Brooklyn Shoemaker Sought 


Relatives of Robert Hahn, a _ shoe- 
maker formerly employed in Brooklyn, 
N. Y., are seeking information regard- 
ing his present whereabouts. Anyone 
knowing his residence or place of em- 
ployment may communicate with Boor 
AND SHOE RECORDER, Editorial Depart- 
ment, and the information will be 
promptly forwarded. 


Jack Reddington Chalks Up 
Top Notch Sales Record 


Cuicaco — Jack Reddington is in 
charge of the Cuboid department at 





Mandel Brothers herz, and he consis- 
tently runs among the top five of the 
nation’s Cuboid salesmen, even though 
he competes with other cities where 
Cuboids have already been sold over a 
period of years. They were introduced 
at Mandel’s about 10 months ago. 

An expert in the physical structure 
of the human foot, Reddington quickly 
“spots” the difficulties a customer may 
be having resulting in poor posture, 
fatigue and strain. He takes the same 
genuine pleasure in helping a customer 
to overcome these unnecessary discom- 
forts as does a doctor who has cured 
a patient of a long-standing malady. 
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CHILDREN'S SLIPPERS 








36 PR. 
LOTS 


Yirrisisesi2te's Made of 


Toasty Warm Lamb’s 
Wool. Season’s Leading 
Juvenile Novelty 
For General Comfort Wear. 


WELL-BUIL T muroro, 
SHOE MFG. Co. ™45:- 














SAMPLE PAIR ORDERS 
*\ WILL NOT BE HONORED (x 











GARRISON SHOES 








@ Regulation Pattern 

@ Plump Brown Leather Uppers 

@ Full Double Composition Soles 

@ Heavy Leather Insoles 

@ Rubber 
Heels 


$3-25 






Style 3954 
Sizes 6-12 


ARNOFF SHOE CO.,INC., 101 Duane S?#..N.Y.C 











Appoint New Agent 


New YorK—The New Castle Divi- 
sion of Allied Kid Company has severed 
connections with the P. R. Adams 
Leather Co. in Milwaukee, and has ap- 
pointed as its new agent for the Chi- 
cago and Milwaukee territories N. J. 
Felten, 130 N. Wells Street, Chicago. 








To Buy Shoes for 


Lerman Bros. 


Cuicaco, Inu.—Ben Lubin, who for 
the past five years, has been buyer 
and merchandise manager of all shoe 





BEN LUBIN 


departments at the six Wieboldt stores 
in Chicago, left recently to take over 
similar responsibilities with the Ler- 
man Bros. Department Stores, Inc., 
who operate 20 stores in and around 
Louisville, Kentucky. These stores are 
scattered through a 130-mile radius 
around Louisville. 

Prior to his connection with Wie- 
boldt’s, Mr. Lubin was for six years 
shoe merchandise manager at Sears 
Roebuck. 





Naturalizer Sales Conference 
Held in St. Louis 


St. Louis, Mo—The Naturalizer 
Division of Brown Shoe Company held 
its semi-annual sales conference for the 
Fall season at the Coronado Hotel, re- 
cently. In addition to the Naturalizer 
sales force, a large number of visiting 
retailers were also on hand. 

The new Naturalizer line was pre- 
sented and discussed and plans made 
for the coming season. The highlights 
of the line were shown on the feet 
of living models for the benefit of the 
group. 

C. R. Gamble, vice-president of 
Brown Shoe Company, addressed the 
meeting on business conditions as they 
are today and what might be expected 
in the future. Advertising plans for 
Fall were presented by R. N. Heath of 
the Leo Burnett Company of Chicago, 
who act as advertising agency for 
Naturalizer. Frank Cornwell presented 
the promotional material which has 
been designed to tie in with the national 
program. The new line, advertising 
and promotional plans were enthu- 
siastically received by all the men who 
were present. 

A dinner was given at the Coronado 
Hotel. The feature of the evening was 
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SHOES AND SLIPPERS 

















IN STOCK 
for immediate delivery 
We specialize in 
Non-Rationed HOUSE SLIPPERS 
to retail $1.50 te $4.00 
Non-Rationed PLAY SHOES 
to retail $3.00 to $4.00 
Also SPORT SHOES 
to retail at $4.00 


WILLIAM COHAN CO. 
SHOES 
19 S. Wells St. Chicago 6, Ill. 














SAFETY TOE OXFORD 
LADIES' REGULATION 
BROWN BLUCHER OXFORD 
@ McKAY WELT 
CONSTRUCTION 
@ LEATHER SOLE 
@ SAFETY TIP 


$9 85 












STYLE WSS 
SIZES 4-9 


ARNOFF SHOE CO.,INC., 101 Duane S¢.,N.Y.C 


a talk given by E. R. McCarthy of 
Brown Shoe Company. A. C. Fleener, 
general manager of the Naturalizer 
Division presided at all the meetings. 











New Lines Shown at 


Sales Meeting 


St. Louis, Mo.—The salesmen of the 
Air Step Division of Brown Shoe Com- 
pany held their Fall sales meeting re 
cently at Hotel Statler. C. G. Fliegner, 
manager of the division, presided. 

The new Fall lines were shown and 
discussed at the first meeting. The 
salesmen were addressed by John Bush, 
president of Brown Shoe Company, 
who spoke on the current state of the 
shoe business and some of the prob- 
lems that had to be faced in the future. 
Clark R. Gamble, vice-president, then 
followed with a short talk to the mem 
on Air Step’s post-war plans. 

The complete Air Step advertising 
and promotional plans for Fall were 
presented by Frank Cornwell. 
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Hardin Joins United 
Department Stores 


CuicaGco, Inu.—Clyde R. Hardin, for 
the past 14 years buyer and merchan- 
dise manager of the shoe department 





CLYDE R. HARDIN 


of the Chicago house of Butler Bros., 
wholesalers, has resigned to. join the 
United Department Stores of St. 
Joseph, Missouri, in a similar capacity. 
The United Department Stores have 
three retail establishments, one in 
Leavenworth, Kan., one in Atchison, 
Kansas, and the home store in St. 
Joseph, Missouri. 





Bates Representatives 
Attend Sales Meeting 


Wesster, Mass.—Bates Shoe Com- 
pany salesmen were at the factory for 
their semi-annual meeting April 12 
and 13. Bates Originals line for Fall, 
1944, has just been released to the 
trade. 


The following salesmen were at the 
factory: J. C. Buisson, Southern New 
England; F. W. Curtis, Illinois; E. C. 
Fulghum, North and South Carolina; 
J. L, Garvin, Maine; Sam Kane, Michi- 
gan; Sid Minster, California; Morris 
Oberfield, Middle Atlantic; W. R. Shaw, 
New York City; H. S. Tibbetts, New 
York State. 

The complete details of the Bates 
Originals sales campaign were present- 
ed to the men by Mr. Chirurg and Gor- 
don Lane of J. T. Chirurg Agency. 
Portfolios outlining details of the plan 
were given to each salesman. 


Novel Display Sells 
War Bonds 


LaRepo, Tex.—The Scooti shoe store, 
here, collected pictures of local boys 
in service and displayed them in the 
store window. About 900 pictures 
Were collected. The display attracted 
much attention. 
As a result of the display, patriotic 
were aroused by the sight 
af s0 many local boys in service, and 








% increased sale of war bonds was 
noted. 
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MR. RETAILER— 




















Business in babies is booming, with 
vital statistics indicating that at least 3,000,000 
more will have to be shod. Mrs. Day's dealers 
can't fit them all, of course. But, they will sell 
the cream of the crop. In every household, 
baby reigns supreme and the best is none-too- 
good for him. That makes him. a logical cus- 
tomer for Mrs. Day's Ideal Baby Shoes. Parents 
know them to be better—Merchants know them 
to be the best shoes with which to do the most 
important fitting job of their careers. This mu- 
tual acceptance of both parent and dealers 
springs from Mrs. Day's long experience in the 
“know how" and “know why" in the making of 
baby shoes and results in America's most staple 
and profitable baby shoe business. 


Mrs. Day's curtailed wartime produc- 
tion restricts the sale of her shoes to 
established agencies. An unlimited 
supply of Ideal Baby Shoes will be one 
of the blessings Peace will bring. 


mes. pay’s IDEAL 
BABY SHOE COMPANY 


DANVERS * MASSACHUSETTS 
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71 WEST 35th STREET 
NEW YORK 1, N. Y. 
1070 MERCHANDISE MART 
CHICAGO, ILLINOIS 
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WORKSHOES 











STEEL TOE 
SAFETY SHOES 


Union Made 
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DANCE & GYM SHOES 
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GYM PUMPS 
Available Now 
Non-Rationed! 


95c 






















For gym and dancing. Smooth glove leather uppers 
with..full «soles of plump elk-tanned, non-skid 
leather. In white or black. 


Acrobatic Sandals in fawn, black, white...... 65¢ 
Practice Ballets in white or black.......... $1.25 
Advanced: Ballets in white or black.......... $1.35 


All shoes come in siazes 8 to 13, 1 to 9 
IN STOCK FOR IMMEDIATE DELIVERY 
‘ Terms 5% 10 days 


PRIMA war's 


SHOE COMPANY 








|. 40.W. MAPLE ST., COLUMBUS, OHIO 
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POLISHING CLOTHS 
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CADIE 


CHEMICAL 
621 SIXTH AVE., NEW YORK CITY 
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Wendtland Joins 


Irving Drew Corp. 


LANCASTER, OHIO—Lees Wendtland 
will take over for the Irving Drew 
Corp. the territory formerly covered 





LES WENDTLAND 


by the late C. F. Getsinger. Mr. Wendt- 
land has had many years’ experience 
in retailing shoes, and in the recent 
past he has had actual experience in 
designing, manufacturing and selling 
women’s welts. He spent eight years 
with George E. Keith Co., most of the 
time on the road, promoting the sale 
of women’s welt shoes through their 
dealers, demonstrating how to fit cer- 
tain lasts, how to advertise and mer- 
chandise semi-orthopedic types of wo- 
men’s shoes. In his new connection 
he will cover western Michigan, all of 


_ Indiana, southern Illinois, all of Mis- 


souri, Kansas, Nebraska and Iowa. 

The territory of Ohio and eastern 
Michigan, formerly covered by Mr. Get- 
singer, will be the territory of George 
Utley, Jr., son of the president of the 
firm. In addition, he will continue to 
act as assistant to the general manager 
of the company, treasurer and a direc- 
tor. 


Tells Story of Douglas 
In Three Languages 


BROCKTON, Mass.—The W. L. Doug- 
las Shoe Co. has published an interest- 
ing brochure in three languages, En- 
glish, French and Spanish, recounting 
the history of this famous business and 
its products from the year 1876. Under 
the caption “The Most Famous Trade 
Mark in the Shoe Industry,” the book- 
let states that “So well known has 
this trade-mark become throughout the 
world that the W. L. Douglas Shoe 
Company occasionally receives mail 
with no address on the envelopes ex- 
cept this familiar trade-mark. 

A double-page spread in the brochure 
recounts “The Eventful Life of W. L. 
Douglas and the Steady Growth of His 
Shoe Company” and another interest- 
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Send Easter Boxes 
To Employees in Service 


Peasopy, Mass.— A. C. Lawrence 
Leather Company sent Easter gift 
boxes to employees se?ving Uncle Sam. 


faster boxes ready to go fo A. C. Law- 

rence employees. Seated in the fore- 

is . William Tobin, formerly 

ed in the Sheepskin Accounting 

riment, who was on furlough and 

the office just before the first 
shipment of boxes was made. 


The company now has 1155 former em- 


ployees, including 13 girls, in the 
armed forces. Each one, as far as is 
possible, is now receiving a_ gift 


through the mail. For some it is the 
fifth time that they have received these 
gift boxes which have been sent every 
Christmas and Easter since the start 
of the war. 

The boxes to the boys contain: ciga- 
rettes, hard candy, peanuts, note books, 
gum, chocolate bars, playing cards, 
tooth paste, razor blades, shaving 
cream, soap and tobacco. The boxes 
sent to the girls contain a few different 
items. 


War Bonds os Petead 
In Foot Comfort Week 


CHicacoO—A mammoth window dis- 
play contest with $2,650 worth of War 
Bonds as prizes is being conducted by 
The Scholl Mfg. Co., Inc., of Chicago 
and New York, in connection with the 
annual celebration of Dr. Scholl’s Foot 
Comfort Week to be held from Satur- 
day, June 17, through Saturday, June 
%. Dr. Wm. M. Scholl, founder and 
president of the company and origina- 
tor of Foot Comfort Week, announced 
that the prizes will go to the shoe, gen- 
eral and department stores installing 
Foot Comfort Week displays showing 
the greatest effectiveness and original- 
ity in thought. 

In order to equalize competition so 
that large city department stores and 
small town family shoe stores will not 
be pitted against each other, two com- 
plete sets of prizes have been offered. 
In one group all stores located in cities 
of 25,000 population or more will com- 
pete, while the other group will be 
Made up of stores located in cities of 


Moy |, 1944 








- +--+ - and Krippendorf-Dittmann 


is Another Veteran of the Wars 
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help to the retailer in these di 
for 72 years—and we've never compromised with quality. Yes, 
wartime Krippendorf Foor.Rest Shoes are exactly the 
same fine footwear as before the war. 


Every week we receive letters from women 
where in their community they can buy Krippendorf 
Foot Rest Shoes. And once they 


THs girl is in good company, and every shoe merchant should 
be able to say. the same. 


A company like Krippendorf-Dittmann, for instance, is a real 


difficult times. We've been in business 


asking 
learn the comfort 


THE KRIPPENDORF-DITTMANN CO. 


Cincinnati, Ohio 


New York Showroom: Marbridge Building 


(Slightly higher 
west of Denver) 


$6.95 . $7.95 


% Nationally advertised in Good Housekeeping, Ladies’ Home Journal, 
Home Compani: Med iselle, and Vo 





gue 








less than 25,000 population. The prize 
lists in each group are identical. 

This means a total prize list in each 
group of $1,325.00 worth of War Bonds. 
In addition to the shoe, general and de- 
partment stores, all qualifying dealers 
whose entries are judged worthy will 
receive a certificate of merit bearing 
the name of the individual store and 
signed by the judges. 

Contest entries will be by means of 
photographic prints. These should be 
plainly marked with the name and ad- 
dress of the competitors’ store and each 
entry should be accompanied by one 
of the numbered entry blanks, which are 
available on request from The Scholl 


Mfg. Co., Inc.. The names of the con- 
test judges have not been announced, 
but it is understood that a represen- 
tative of the shoe industry, a promi- 
nent official from one of America’s lead- 
ing magazines, and an executive of 
The Scholl Mfg. Co., Inc., will consti- 
tute the committee to decide the win- 
ners. 


To Manage Shoe Store. 


Worcester, Mass.—Willard A. An- 
derson has been transferred to the 
Walk-Over shoe store in Pittsfield 
where he has been promoted to man- 


ager. 
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CHILDREN'S SHOES 





The C. A. Haines 


Health Shoe 
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SUPERIOR SHOE CO., Mfrs. 


508 S. Peoria St. Chicago 
Our ee eS 
119-121 E. Columbia St., 
‘ert Wayne, indiasa 
+ « « Les Angeles, Cal. 
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Men's Leisure Type 
s] 95 @ TAN ELK UPPERS 


@ FLEXIBLE CON- 
STRUCTION 


@ COMP. SOLE 
e@ RUBBER HEEL 


@ HAND-SEWED 
EFFECT 


Sizes 6-12 
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They Call Him “Rock 
Of Gloucester” 





New York.—Dispatches from the Pacif- 
le recently revealed that Major Martin 
F. Rockmore, son of L. J. Rockmore of 
Wavershoe Trimming Co., here, has 
earned the title of “Rock of Gloucester”. 
Major Rockmore, who has been serving 
with the USMC for three and ene-half 
years, was responsible for the taking 
four days ahead of schedule of an air- 
field needed for the Battle of New Brit- 
ain. In the fighting on Cape Gloucester 
he supervised the crushing advance of 
the Americans, making split-second deci- 
sions and changing tactics whenever un- 
expected conditions made them neces- 
sary. 





Heavy Selling at 
Detroit Show 


DETROIT, MicH.— The May Shoe 
Days sponsored by the Michigan Shoe 
Travelers’ Club at the Hotel Statler, 
here, drew a crowd and a volume of 
sales, indicating that shoe men, find- 
ing their stocks almost depleted in the 
pre-Easter rush, were out to buy 
amply to replenish. Not only that, but 
they are evidently planning for Fall as 
well, 

This latter trend was especially evi- 
dent in the men’s shoe lines, with the 
better lines selling as far ahead as Fall 
delivery. Shortage of present stocks 
and immediate production prospects, 
of course, had considerable to do with 
this situation. 

In women’s shoes, white was the big 
news, with sales reported “tremendous.” 
Dealers in Michigan are clearly bank- 
ing on a big white season, with spe- 
cialty lines like sandals and bow pumps 
more than holding their own. 

Combination shoes, in the permitted 
brown and white, were also a big fac- 


| tor in spectator sports. Play shoes of 


all types proved big sellers, helping to 
ease the demand for rationed shoes. 
Despite the traditionally heavy Eas- 
ter Monday business, a large propor- 
tion of retailers attended the show that 
day. Many more came in the evening, 
after closing suburban stores, and 
salesrooms were crowded in many in- 
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ROMENADE 


PRESENTS 


JOY ¢SKIPS | 


BROWN ELK LOAFER 





$7514—WERON SOLE, MOC. TOE 
#7513—LEATHER SOLE, PLAIN TOE 


SIZES 12%-3 $4.90 





8 AND M WIDTHS 
PROMENADE SHOE CORP. 


'N STOCK 
118 WEST BROADWAY NEW YORK 13, WN. Y. 





MEN'S SHOES 















New York Offices 
508-510 Marbridge Bids. 








stances until late at night. On Tues 
day, second day of the showing, at 
tendance was helped by rainy weather, 
which accounted for lower business in 
local retail stores, but allowed a num- 
ber of shoe men to get down for the 
showing. : 
All attention for May is being d 
vided between two show events, 
sponsored by the MSTC, to save gast 
line and travel of both retailers and 
travelers—one in Detroit on May 
and 9, and the other at the Hotd 
Pantlind, Grand Rapids, May 21-22-23. 
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Walter H. Linck 


New York.—Walter H. Linck, man- 
ager of the Goodyear Glove Rubber 
Foetwear Division here, died suddenly 
of a heart attack recently. Funeral 
services were held in Philadelphia. 

Mr. Linck was born in Jenkintown, 
Pennsylvania. He started his selling 
eareer in 1912 as a salesman of the 
Revere Rubber Company in Philadel- 
phia, a subsidiary of United States 
Rubber Company. Since 1926, he had 
been manager of the Goodyear Glove 
Rubber Footwear Division in New York 
City. He was a Blue Lodge Mason and 
a Shriner. 

Mr. Linck is survived by a brother, 
William S. Linck, and a sister, Mrs. 
Bertha Conrad, both of Philadelphia. 





Winners Announced 
In Lockwedge Contest 


CoLuMBus, On10— Winners have been 
announced in the Dr. M. W. Locke 
Shoe-Life window display and advertis- 
ing contest. First prize of a $50 war 
bond went to the winning display 
manager and winning advertising 
manager in each group; second prize 
of $25 war bond was awarded to the 
second best display manager and ad- 
vertising manager in each group. In- 
addition, each buyer whose window or 
ad was selected for a prize received an 
award corresponding to that won by 
his display or advertising manager. 

In cities of 500,000, William Filene 
Sons Co., Boston, won the display 
award, and R. H. Macy & Co., New 
York, the advertising award. Stone 
Shoe Co., Cleveland, O., was second in 
display, and R. H. Fyfe & Co., Detroit, 
second in advertising. 

In cities of 100,000 to 500,000, win- 
ners were as follows: First prize, 
Walker Bros. Dry Goods Co., Wichita, 
Kansas, window; Potter Shoe Co., Cin- 
cinnati, O., advertising; second prize, 
Amluxen’s, Kansas City, Mo., window; 
Davison-Paxon Co., Atlanta, Ga., ad- 
vertising. 

In cities under 100,000, the follow- 
ing awards were made: First prize, 
Abram’s, Davenport, Ia., window; 
Wetherhold & Metzger, Allentown, Pa., 
advertising; second prize, Wetherhold 
& Metzger, Allentown, Pa., window; 
Edward Reineberg & Co., York, Pa., 
advertising. 

Stone Shoe Co., Cleveland; Thal- 
himer’s, Richmond, Va., and F. C. 
Nash Co., Pasadena, Cal., received 
honorable mention for advertising; 
Caspari & Virmond Co., Milwaukee, 
Wis.; The Howland Dry Goods Co., 
Bridgeport, Conn.; F. C. Nash Co., 
Pasadena, Cal., received honorable 
mention for windows. 

Judges were: John F. Morrissy, 
Chicago manager, Life magazine; Rob- 
ert Von Leski, art director, W. L. 
Stensgaard Associates; Mrs. Lois 

es, Chicago fashion editor, 
Women’s Wear Daily. 
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SWAN SLIPPERS 
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A) 
PLAY-GAYS 


No wonder Swan is sad, for again this season Play Gays must be 
apportioned among established accounts—fabric shortages, labor 
difficulties and war contracts, have all seriously limited our ovt- 
put. The Play Gays that are available, however, are a triumph 
over handicaps, for Play Gays’ smart styling and enduring quality 
have been rigidly preserved. 


SWAN SHOE CO., Inc., Baltimore, Md. 


Manvfacturers of 
¢- PLAY-GAYS CASUALS 














Flier Reported Missing 
Returns to Claim Shoes 


PHILADELPHIA, Pa—Some of the 
members of the Walk-Over Shoe Store, 
here, had an opportunity to extend a 
sincere welcome-home greeting to a 
member of the Air Forces recently 
through an unusual incident. A pair 
of shoes, which had been mailed by 
the firm to Lt. Leon Crane in care of 
the Postmaster at Seattle as a Christ- 
mas gift from his mother, had been re- 
turned with the advice that that de- 
livery could not be made because Lt. 
Crane was reported missing. Later 
newspaper report stated that he had 


been missing 84 days in the Aleutian 
area. 

In order to make a refund for the 
shoes, Miss Harper, daughter of Mil- 
ton Harper, owner of the store was 
compelled to write to the War Depart- 
ment in Washington to get the name 
and address of the purchaser because 
they had no record of it through a cash 
transaction. 

After the check for reimbursement 
had been mailed and the incident ap- 
parently completed, it was a thrilling 
experience to see Lt. Crane walk into 
the shop last month, accompained by 
his mother to get the pair of shoes 
she meant to be his Christmas gift. 
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FOOT APPLIANCES 
For better 
Foot Appli- r : 
ances and aN 
full line of ele 
rubber and 
leather parts 
to make your own supports, write on your business 
stationery for illustrated catalog. A. L. 
rena Labs., 1024 W. 7th St., Los Angeles 
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GENUINE LEATHER SOLE 


WELL-BUILT SHOE CO. 


MILFORD, MASS. 











WESTERN BOOTS 


APPROVED UTILITY STYLE 
GENUINE QOODYEAR WELTS 
$ 95 ® SOLID COLOR 
® ALL BLACK or 
® ALL BROWN 
FANCY 
EMBOSSING 
No. SIZES 6-12 
38290 


ARNOFF SHOE CO., INC., 101 Duane St., N.Y.C 
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Reece Button Hole 
Awarded Army-Navy “E” 


Boston, Mass.—The men and women 
of The Reece Button Hole Machine 
Company have been awarded the Army- 
Navy “E” Flag for Excellence in War 
Production. Presentation ceremonies 
took place April 20th on the Reece fac- 
tory grounds. 

Felix W. Knauth of the Boston Ord- 
nance District was master of cere- 
monies. The award was presented to 
the members of the Reece organization 
by Lieut. Col. John C. Solberg, Senior 
Officer, Boston Ordnance District. His 
Excellency, Governor Leverett W. Sal- 
tonstall also addressed the company. 

Army-Navy “E” pins were presented 
to each individual member of the Reece 
organization by Lieut. Com. James F. 
Morgan, U.S.N.R., First Naval Dis- 
trict, through the following group 
elected by Reece workers: James F. 
Collins, speaker, who has been an em- 
ployee of The Reece Button Hole Ma- 
chine Company since 1886; Harold 
O’Connell, Wilbur Hennings, Ruth Hy- 
land, and Mildred Olsen. 

The Boston Port of Embarkation 
Band provided music for the cere- 
monies. 


In peacetime, the Reece Company 
manufactures button hole machines, in 
which it has specialized for over sixty 
years. The Reece Button Hole Machine 
won world-wide recognition at the Chi- 
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Niewuflee Figskii 


INNERSOLES - COUNTERS - WELTING 


KIEFER TANNING CO., GRAND RAPIDS, MICH 








FLEXIBLE: DURABLE 








cago World’s Fair in 1895, and at the 


World’s Fair in Paris in 1900. it won 
the grand prize for all the inventions 


exhibited. 





British Rebuild Discarded Service Boots 





OLD BOOTS in. NEW BOOTS 


The British Armed Forces 
help in the National effort to conserve valuable 


raw materials 








The symbols on this chart represent the hundreds of thousands RE 
of worn-out and discarded service boots 








THIS IS WHAT HAPPENS TO THEM 








30% 45% 
RE-BUILT RE-CONDITIONED 
for and stored for 

re-issue emergency 


AS A 
&& & 
bbs 


25% 
PARTS 


SAVED 
and re-used 








This chert, showing how the British armed forces help in the national effort to cor 
serve raw materials, demonstrates what happens to worn-out and discarded service 
boots. Thirty per cent are rebuilt and issued again; 45 per cent are reconditioned 
and stored for emergency, and in 25 per cent of the cases, parts are re-used. 
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Sees Necessity for Substitute 
Soling Material 
Cuicaco, Ibn. — At the regular 
monthly meeting of the Greater Chi- 
Retailers held at the Morrison 
Hotel recently, William Lowery, vice- 
president of J. P. Smith Shoe Co., 
spoke on the current problems confront- 
ing the manufacturer due to the short- 
age in quality sole leathers. He 
pointed out that for the coming year, 
when it is anticipated that 300 million 
pairs of shoes will be made for ci- 
yilians, there is only enough sole 
leather for 100 million pairs. Hence, 
some kind of substitute must be found 
for the remaining 200 million pairs. 
Rubber soles (made principally of syn- 
thetic rubber) are the most satisfac- 
tory so far as wear is concerned, but 
the present problem, as every shoe re- 
tailer knows, is that of the black mark- 
ings which they leave on clear sur- 













Mr. Lowery said that manufacturers 
e@ engaging in intensive research to 
me this objection to rubber com- 
tion, that they are eager to find 
solution and hope that some prac- 
and feasible development will soon 
bring this sole again into good repute. 

Plastics, Mr. Lowery pointed out, 
have been far more satisfactory in 
Southern climes than in the North. 
For in extremely cold weather some 
plastics may crack or split. On the 
other hand, dealers in the Southern 
States and in the West Indies actually 
damor for plastic soles, finding high 
customer acceptance of these. In these 
the 6-iron’ plastic has proved to be the 
most satisfactory weight. 

It is most important, Mr. Lowery 
said, that shoe men should not take a 
defeatist attitude toward their indus- 
try, and he read an advertisment which 
stated that shoe manufacturers are 
le getting inferior materials. Not only is 
this wholly untrue, he said, but it 
creates a serious condition of misin- 
formation for the consumer. 
> In closing, Mr. Lowery emphasized, 

as have so many speakers in the past, 
that every retailer watch his stocks, his 
inventory carefully, guard against ex- 
cessive expenses, and take every pre- 
caution that one dime out of every dol- 
lar be a profit dime. 
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Miscellaneous Footwear 
Awards Announced 


Boston, Mass.—Included among mis- 
cellaneous military footwear awards an- 
nounced recently by the Boston Quar- 
termaster Depot are the following: 

Twelve-inch shoe pacs — United 
States Rubber Co., 87,654 pairs; Hood 
Rubber Co., 74,500; Goodyear Rubber 
Co., 60,300; and Tyer Rubber Co., 7,546. 

Low-quarter tan shoes—International 
Shoe Co., 54,000 pairs. 

_ Type III service shoes with composi- 
tion soles—International Shoe Co., 
4,656 pairs. 

Parachute jumpers’ boots—Joseph F. 
Corcoran Shoe Co., 444 pairs. 
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Women’s cold-climate arctic over- 
shoes—Hood Rubber Co., 302 pairs. 

Women’s field shoes'—-The Green 
Shoe Manufacturing Co., 210. pairs. 

Thirty-inch shoe laces for low-quar- 
ter shoes—Providence Braid Co., 1,350,- 
900 pairs. 





Increase Advertising Budget 


New York.— Celebrating its 56th 
year of continuous operation under the 
same management, Dr. A. Posner 
Shoes, Inc., manufacturers of children’s 
health shoes, has increased its adver- 
tising budget to 20 per cent oyer last 


year. National advertising will appear 
in Woman’s Home Companion, Ladies’ 
Home Journal, Parents’ Magazine, 
Child Life and Mademoiselle. 





Receives Naval Commission 


RICHMOND, IND.— Edward A. Nus- 
baum, junior partner in the firm of 
Neff & Nusbaum, here, has been com- 
missioned a Lieutenant (j. g.) in the 
United States Navy. Mrs. Nusbaum 
is taking his place in the store. Buy- 
ing for the firm will be taken over by 
the senior partner, Oliver P. Nusbaum, 
assisted by the department heads. 
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STYLE 6147 
MEN'S SIZES 6% TO i2 
BOYS’ SIZES 3 TO 6 


THE ARNOFF SHOE CO., [OJ DUANE ST., N. Y. C. 








MOCCASI 


%& GENUINE LEATHER UPPERS 

% ORTHOPEDIC RUBBER SOLES 

%& RAISED MOCCASIN TOES 

%& ROLLED COLLARS 

%& REINFORCED STITCHING THROUGHOUT 





_ BEAT THIS VALUE! 


IMMEDIATE DELIVERY 
RATION CURRENCY REQUIRED 





Double Shift Solves Manpower Problem 





Albert ©. Trostel, Jr., president of the plant, and Everett G. Smith, treasurer, 
resting before going into the plant to work their shift. 


MILWAUKEE, Wis.—When the man- 
agement of the Albert Trostel & Sons 
Co, tannery here was confronted with 
the problem of maintaining production 
in the face of a depleted labor force, 
discussions were held at the plant to 
decide how to cope with the situation. 
Out of them emerged a plan which gave 
the plant extra production. This plan 
has been put into operation with en- 
couraging results. 

Because the workers at the plant 
were putting in full working weeks 
and new labor was not available, the 
superintendent, the foremen, super- 


* visors, office -workers, salesmen and 


executives signified their willingness 
to do their share of the actual work 
in the shop. No one was exempted; 
Albert Trostel, the president of the 
company, was subjected to the rule as 
well as the girls in the offices. 

The plan was not without its own prob- 
lems. The regular work of these white 
collar workers could not be neglected; 
much of the work in a tannery is hard, 
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Mr. Trostel and Mr. Smith pull wet hides 

out of a vat as, with other white collar 

employees, they help to meet the pro- 
duction quota. 


physical labor for which some of the 
employees, particularly the women, 





were not suited; the endorsement of the 
union had to be obtained. 

When all these problems were sur. 
mounted, volunteers were called for, 
More than 30 men and 25 women sig- 
nified their readines to take on four. 
hour daily shifts. After a short period 
of acclimating themselves to the new 
work, the plan functioned smoothly; 
there is little doubt now that the tan- 
nery will be able to keep up its produc- 
tion, much of which will go to the 
armed forces. 








Grading-up Policy Brings 
Favorable Reaction 

FREDERICKSBURG, VA.—Virginia Shoe 
Company, manufacturers of children’s 
shoes, recently inaugurated a new plan 
by which they have put into effect a 
trading-up policy. The plan called for 
discontinuance of two inexpensive lines 
of children’s shoes and concentration 
on one line in a higher grade, with em- 
phasis on quality and fit. This is the 
Play Poise line, nationally advertised 
and identified with “Magic-Circle Fit.” 
By means of this change, the company 
is looking toward post-war promotional 
possibilities. Favorable reaction to the 
new policy was evident at the recent 
shoe show in New York, when the dis- 
play rooms of the company drew a ret- 
ord crowd of buyers. 

“Tommy” Thompson was in charge 
of sales at the New York show. 





Attends New York Showing 
New YorK.—Tom Atkins, who car 
ries the Lumbard-Watson Company 
line in the states of Ohio, Indiana, 
Michigan and Kentucky, represented 
the firm at the shoe show held here 
recently. Mr. Atkins has been with the 
company for a number of years. 





Claus Shoe Store Closes 
Orrawa, Itu.—Claus Shoe Store, one 
of the oldest shoe stores in Illinois, has 
closed its doors because of the illness 
of Rudolph Claus, the present ownet. 
The store has given dependable and 








faithful service to the community since 
1865. 
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Review of the Retail 
Trade 


[CONTINUED FROM PAGE 50] 


also in black doeskin with high or 
low heel. Genuine lizard classics are 
another offering. These are featured 
for their exquisite craftsmanship and 
glove-like flexibility. They come in 
beige or in brown and add a luxury 
note to any costume. 

Field-Schlick is showing a street 
pump in black or brown calf with a 
jet trimmed ornament, which has met 
with favor. Another shoe from this 
collection is in pin pricked patent or 
town brown calf; it laces up the front, 
with a sling strap in the back. Schune- 
man’s, Inc., has been offering famous 
name shoes which inspire confidence 
in the buyer. Fine calfskin makes 
a high-fashioned pump. 

Baby Dolls in moderate prices are 
being shown at Allen’s. Sandals with 
ankle straps and high spiked heels 
are selling well. Pumps in patent in 
both high and low heels run about 
equal in sales among the customers of 
this store. 

Burt’s also have a wide variety of 
styles with sandals and high heeled 
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pumps the fastest moving. Patents 
are high in favor. Moderate prices 
are a feature. 

Macey’s have been featuring a pat- 
ent d’Orsay, with a wrap-around toe 
and high spiked heel. These are 
shown in both black and blue patent. 

Men’s shoes are moving well for the 
new season. The Freeman Shoe Store 
is featuring year ‘round fashions and 
sturdy seasonal styles, built not only 
for good looks and smart appearance, 
but also for extreme comfort. This 
store makes a feature of promoting 


shoe care by showing polishes, trees, 
conditioners and accessories in all its 
displays. The Florsheim Shoe Store 
also features care of shoes. Its shoes 
are always displayed with the prod- 
ucts for keeping them in condition. 
This constant reminder brings up 
sales of trees and polishes. Cook’s 
Men’s Store feature quality in their 
shoe merchandising and make the 
point that if, due to war conditions, 
they are temporarily out of a favorite 


_ style, they do not attempt to sell a 


second-best. 
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SALESMEN WANTED 


SALESMEN WANTED 





HELP WANTED 





Essential Workers need Release Statements 


Essential Workers need Release Statements 





Essential Workers need Release Statements 











Pennsylvania, Maryland, Delaware. 


SALESMEN — HERE’S A REAL OPPORTUNITY! 
WANTED: Salesmen, contacting retail accounts in the States of Wyoming, North Dakota, 
South Dakota, Nebraska, Kansas, Minnesota, Iowa, Missouri, Michigan, Wisconsin, Tennessee, 
Maine, Vermont, New York, New Hampshire, Massachusetts, Connecticut, Rhode Island, 
Please do not apply for States not mentioned in this list. 


Address: BOX #8-135, BOOT AND SHOE RECORDER, 10 High Street, Boston 10, Mass. 








wee 





MAN NOW TRAVELING IN ILLINOIS 
and/or lowa to carry Men’s. and Boys’ 
Work and Dress Shoes, Growing Girls’ 
and Children’s Shoes. Complete stock 
department in Chicago. Commission 
basis. 


Address Box #133, Boot and Shoe Recorder 
209 South State Street, Chicago 4, Illinois 








DETROIT SALESMAN 
WANTED 


We have an established vol- 
ume of over $100,000 for De- 
troit and vicinity. Excellent 
opportunity for live wire man; 
thoroughly experienced. Per- 
manent money making connec- 
tion, with New York’s fastest 
growing house. 


MIDLAND SHOE CORP. 


157 Duane Street, New York City 











SALESMAN—ERTERIRNCED. for Western 
Virginia, Ohio, and 


Pennsylvania, 
Western New York State. In stock lines of 
Men’s Shoes and Women’s Arch Shoes retail- 
ing $4.00 to $6.50; also Growing Girls’ and 
Boys’ Oxfords and a complete line of Play 
shoes. Territory well established. Drawing ac- 
count against commission. Must travel by 
sashine. ag and full satormgatign in 
first Address: A. MELTZE 28 
NORTH FOURTH STREET, PHILADEL. 
PHIA 6, PENNSYLVANIA. 





HELP WANTED 


Essential Workers need Release Statements 








H ELP WANTED: Treeing and Packing Room 
Foreman. Address: Box #144, care Boot & 
beg Recorder, 209 So. State Street, Chicago 





S HOE SALESMEN—Earn $300.00 to S39; 00 
per month selling oon in THE STYLE 

SHOP OF THE SOUTH RR, basis, 

$50.00 per week guarantee. Guarantee Shoe 
any, San Antonio, Tex. 


SIDE LINE SALESMAN WTD. 








EARN EXTRA MONEY 
Side Line’ Salesmen for Na- 
‘tionally known line of Misses, 
Growing Girls’ and Women’s 
‘Sport Shoes, Retail $3.45 to 
$5.00. In stock. Write imme- 
diately stating territories now 
covering. An opportunity for 
a permanent connection with 
New York’s fastest growing 
house. 

Address Box #134, BOOT AND SHOE RECORDER 








100 East 42nd Street, New York 17, New York 





SALESMEN | WANTED FOR SIDELINE of 
Popular Priced Goodyear Welt Work Shoes; 
In Stock proposition. Southern territory and 
the West Coast open. Address B-146, care Boot 
& Shoe Recorder, 10 High Street, Boston 10, 
Mass. 





HELP WANTED 








Essential Workers need Release Statements 








OUTSTANDING OPPORTUNITY 


for retail shoe executives as Managers and Assistant 
Managers for large Nationa] Shoe Chain. Perma- 
nent post-war opportunities for men able to qualify. 
Your reply must give full particulars of experi- 
ence, salary, age, marital status and draft classifi- 
cation. 

Address 147, care BOOT & SHOE RECORDER 


100 East 42nd Street, New York 17, WN. Y. 








Ataris. RETAIL SHOE SALES 

MEN: re is a wonderful opportunity ip 
Health Spot Shoe Shops for men with shoe re 
tailing ience who are cai of assuming 
responsibility and taking complete charge oj 
store a. Unlimited earnings under - 

plan. Ability to fit shoes 
Bey Fag of customers are 
important na dfieations Me Here’s epate to 
italize on your ability. Persons in war ed 
or essential activity rome a ae 
statement of availability. Address: HEALTE 
SPOT SHOE SHOPS, “INC. Industrial Ave 
nue, Danville, Illinois. 


ONE OF THE FASTEST 
GROWING ORTHOPEDIC STORES 


in the Midwest requires the ser- 
vices of a draft-exempt shoe fitter. 
This is a splendid opportunity for 
a man of pleasing personality, who 
really knows how to fit Health 
type Shoes. Please state previous 
experience when applying. The 
store also has an opening for a 
high-grade Saleswoman in its Ju- 
venile Department. 





132, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 








MANAGERS FOR OHIO FAMILY SHOE 
STORES AND DEPARTMENTS 
Volume type Chain operation. Growing concer 
insures post-war opportunities. Present openings 
Toledo and other Ohio Cities. State experience, 

draft status and approximate present earnings 


Write: 
EPKO SHOES 
428 Summit Street, Toledo, Ohio 











FLOOR MANAGER-——A large southern shoe 

store has an opening for a quick-thinking, 
alert floor manager. Top salary to right man. 
Address #994, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





SHOE EXECUTIVE—One of America’s ten 

largest shoe establishments (not located ia 
the east) has opening for an all around shoe 
executive, not as general manager; but as an 
assistant, starting salary $100.00 per week. 

Your letter will not be answered, if you fail 
to give full particulars regarding yourself and 
your shoe experience covering last several years, 
giving names of all former employers and posi- 
tion J with each. Address #995, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 











SHOE DEPARTMENT MANAGER: Expe- 
rienced and capable of handling large volume 
of business in \_—— ar department store, located 
in Ohio. Must know advertising, promotion and 
Chain Store operation. salary; ap v4 


dress #141, care Boot & S 
East 42nd Street, New York 17, N. Y. 








BUYER AND MANAGER—Children’s and 
Be aioe ane guvte ing ten sales 

Excl OPRB ILT, ED 
WARDS, JUVENILE E VITALITY and other 
leading lines. Applicant must state salary e- 
pected, age, and family connections; also by 
whom riow employed as well as all other em 
ployers covering last ten years; how long with 
each and in what capacity. Address #111, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





The rate for “Position 
Minimum charge, 75 cents. 


address should be counted. 





and Lines Wanted” 


CLASSIFIED ADVERTISING RATES 


is 4 cents per word for all 
For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. 


advertisement 


In all other cases each word of the 


The rate for all dispiay classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 


oc Advertisements for this page must be In eur New York Office 10 days preceding publication date. a 


undisplayed advertisements. 
Minimum charge, $1.25. 
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FOR SALE 


FOR SALE 





503 North 7th Street 


HUARACHES | 


— Rationed — 


Inquire for details 
MEXICAN PLA-SHU SHOP 













St. Louis 1, Mo. 









WANTED TO PURCHASE 


WANTED TO PURCHASE 








WRITE, 





SELL US YOUR SURPLUS BETTER GRADE SHOES 
and convert into CASH & RATION CURRENCY 
any quantity and at fair prices 
WIRE OR PHONE 


M. K. WEIL SHOE CO. 
1326 Washington Ave., ST. LOUIS, MO. 


Ce. 4898 








WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 


N 4th S? 
Phone MARket 1466 


Philadelphia, Pa 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 








WE BUY 

SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 

FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 17-7887 














LINE WANTED 





S HOE SALESMAN WHO HAS ESTAB.- 

SES HED | sade in Arkansas, Louisiana, 
ennessee wants li f W 

men’s Sport Oxfords or Novelty Shoes, Pus both. 
¢r manufacturers line, but would consider 


Shoe ew 100 East 42nd Street, New 








SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 








SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
We buy surplus er cae aes of shoes frea 
retailers, jebbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New Yori 
"hone: WOrth 2-5877 and S878 and SS7e 








SHOES WANTED 


Convert Your Surpluses 
Into Cash and Coupons 
Wire, phone or write today 
BARIS SHOE CO., INC. 


79-81 Reade St., New York, N. Y. 
Phone WOrth 2-5180 











FE, XPERIENCED SALESMAN, Chain Store 

following; excellent sales record; 4-F Draft 
status. Best references. St. Louis residence. 
Address #114, care Boot & Shoe Recorder, 
1218 Olive Street St. Louis 3, Mo. 





Pp RACTICAL SHOEMAN, capable salesman, 

wants to represent outstanding manufacturer 
of Women’s Shoes in the ern and South- 
eastern States; start this Fall; Straight com- 
mission. Address #137, care Boot & Shoe 
oe 100 East 42nd Street, New York 17, 





SHQE STORE FOR SALE: Retail Family 
Store; Invoice about $12,000. Southern 
City of 100,000. Did $50,000 in 1943. Rea- 
son for i in “bad health. Address 
#116, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





M EDIUM PRICED FAMILY SHOE 
STORE, established fourteen years; excel- 
lent location; low rent. Two Hundred Thousand 
population to draw from. Largest Navy Yard 
located here; inventory about $16,000; real 
money maker, now and after the war. Owner 
retiring on account of total disability. Address: 
MR. RAEFORD, 210 Webster Avenue, Ports- 
mouth, Virginia. 





POSITION WANTED 


UYER & MANAGER—Young man_ with 

family now employed in position held for 
past four years. Have had 26 years’ experi- 
ence buying, selling and merchandising women’s 
medium and high-priced footwear and have, as 
well, thorough knowledge of men’s and chil- 
dren’s shoes. Now making $100.00 per week 
plus bonus but wish to make a change for the 
better. Am over draft age. Address 3128, 
care Boot Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 








BUYER & MANAGER—Hard worker, sober 
aggressive, 43 years of age, married, with 
two children and fifteen. Twenty-five 
years’ experience buying, selling and merchan- 
dising men’s, women’s and children’s medium 
and high-priced footwear. Now employed by 
large concern in same job held for last several 
years; want to make a change because my sal- 
ary is frozen. Will accept $7500.00 per year 
or better, go anywhere; but prefer south or 
west. Address #127, care Boot & Shoe Re 
corder, 100 East 42nd Street, New York 17, 


BUYER AND MANAGER, sober, aggressive; 
age 46; 18 years department store experi- 
ence, buying, selling and merchandising Men's, 
Women’s and Children’s Medium and high 
priced footwear. Employed in same job for 
last several years. Seeking connection with re- 
liable firm or would be interested in leasing 
department. Address Box #143, Boot & Shoe 
Recorder, 209 South State Street, Chicago 4, Ill. 


HIGHLY SUCCESSFUL SALESMAN, 19 

years’ Fi Avenue experience; now em- 
ployed in New York City, seeks opportunity as 
Manager or Assistant, Women’s Shoes. Excel- 
lent style man. Knows market thoroughly. 
Locate anywhere. Address #142, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y¥. 











ETAIL EXECUTIVE: Age thirty-seven; 
R Manager with 


draft exempt; now as 
same company for ten years; 16 years’ shoe 
experience in every phase of Chain, Indepen- 
dent and Department store, Managing, Merchan- 
dising and Buying. Address #138, care Boot 
& Shoe Recorder, 100 East 42nd . New 
York 17, N. Y. 


N ow AVAILABLE, Young Man 35 years 

old; draft deferred; thoroughly experienced 
in the shoe business; knowledge of Managing. 
Supervision, training personnel; windows. With 
present position over 10 years. Present salary 
ever $5,000 a year. Address #136, care Root 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y¥. 


RETAIL SHOE MANAGER, 44; Married; 
desires to make change; twenty-three years’ 
experience as Manager of Chain and Inde- 
pendently owned Shoe Stores and Departments; 
popular and high priced Women’s and Chil- 
iren’s footwear. Capable of assuming complete 
charge of every phase of Chain and Depart- 
ment Store—Managing: Window trimmer; ag- 
Ten years with present employer. Ex- 
Address #155. core Boot & 








zressive. 
cellent references. 





Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 
LINE WANTED 





S ALESMAN—37 years old—draft exempt: 17 

years’ experience; previously traveled Mid- 
West and West and at present connected with 
Men’s Retail, desires to make a life-time connec- 
tion with better grade Men’s House. Address 
#139, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 
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WANTED TO PURCHASE 








NOTICE 


Wanted to buy odds and ends and 
close-outs of High Grade Shoes and 
also will buy complete shoe stores. 
Send Samples, size sheet and price. 


W. M. SHAFER 


Box 604 Lancaster, Ky. 

















Large Attendance at 
Pennsylvania Banquet 


READING, Pa.—Central Pennsylvania 
Shoe and Leather Association held its 
seventh annual banquet at the Hotel 
Abraham Lincoln here, recently. At- 
tendance at this affair was the larg- 
est since these banquets have been 
held. 

After opening remarks by Galen B. 
Horner, president of the association, 
greetings to the shoe men were ex- 
tended by L. V. Hershey of Hagers- 
town Shoe & Leather Company, a direc- 
tor and past-president of the associa- 
tion, who substituted for Lawrence B. 
Sheppard, Deputy Director of the 
Leather and Shoe Division of WPB; 
W. W. Stephenson, executive vice-pres- 
ident of the National Boot and Shoe 
Manufacturers’ Association, and Owen 
W. Metzger, president of the National 
Shoe Retailers’ Association. After the 
speeches there was an entertainment. 

H. E. Snayberger was chairman of 
the banquet committee and Grant D. 
Gerberich was co-chairman. Other 
members of the committee were: T. 
H. Embry, N. Fein, S. Milo Herr, 
Stanley Brown, O. E. Dellinger, 








—here's how to get 


More Business! 
ea Leg oa seat Idea nag Rping 


000 
Each “order filled accordl to what 


Lest rers usually 
want bo - of competitive brands. 

You will find thet o study of newspaper 
ad clippings is the quickest and leost ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service Organization 
342 Madison Ave., New York City 
tell me more about your news- 


ad ti ie 
— ¢ id 
<g &, service an special 














FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 










FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
pared fiuids, give the 
proper fit to shoes which 
fit large around the top, 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 
ric are easily shrunk with- 
out harm. 








Curved type tren 
Special combination offer $32.50 (fluids 
included in above prices). 


Send your order or write for detail information. 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 





Richard Fuller, Lin B. Zulick and R. 
F. Cunningham. 

The association is working on plans 
for a golf outing to be held in August 
at the Lancaster Country Club, Lan- 
caster, Pa. Definite details have not 
yet been announced. 





Popular Price Group Gives 
Views to Senate Committee 


New York.—Directors of the Na- 
tional Association of Popular Price 
Shoe Retailers met at the Waldorf- 
Astoria April 19 and formulated asso- 
ciation policies on shoe pricing regula- 
tions. The policy discussion was based 
on a report of the associations Pric- 
ing Committee, Frank Butterworth, 
chairman, which has been analyzing re- 
tail operating statistics of some of the 
members. 

To co-operate with the government 
in travel-saving, the association re- 
frained from issuing a call for a gen- 
eral meeting, but about 25 members 
of the association were present, in ad- 
dition to ten members of the board. 
I. M. Kay, of Berland Shoe Stores, 
president of the association, was chair- 
man of the meeting. 

In a statement before the Senate 
Banking and Currency Committee in 
Washington, April 20, the association 
approved the principle of wartime 
price control but pointed out that its 
section of the industry has borne in- 
equitably the brunt of the present 
system of rationing and price regula- 
tion. In expressing the views of its 
membership on future application of 
such control, the association favored 
the extension of the Emergency Price 
Control Act of 1942 for twelve months 
beyond its present expiration date 
with two proposed amendments, the 
first of which would prohibit the ad- 















FIT BETTER TO SELL BETTER 
with the better BRANNOCK 


Scientific heel-to-ball, heel-to-toe 
and width measurements instantly 
made with The BRANNOCK 
DEVICE. Universally used, in 
majority of American shoe 
stores,—by Army and Navy shoe 
fitters—and in global service. 


Adult Model for men and women 
$15.00 


Junior Model for children $12.50 


Available at special cooperative price if 
ordcred through certain shoe manufacturers 
—for this list and full details write to . . 


THE BRANNOCK DEVICE CO. 
SYRACUSE 2, NEW YORK 


ministrator from formulating making, 
adopting or issuing any price regula- 
tion that would result in a price under 
which any substantial portion of an 
industry could not be able to recover 
the cost of the product plus normal 
operating costs, and the second of 
which would impose burden of proof 
of evasion of the normal methods of 
doing business section of the act on 
the administration or, with prohibi- 
tions intended to preserve customary 
mark-up, protect rights to add higher 
price lines and to average prices, pr- 
vent discrimination between types of 
retailers, etc. 











Curved Walls in 
Remodeled Department 


New YorK— Oppenheim & Collins 
have remodeled their shoe salon into 
a spacious and modern department. 
The walls are curved with curved set- 
tees spaced at intervals and shadow 
box displays above the settees. Full 
length mirrors add to the apparent size 
of the department. 

Warm colors are used, each repre 
senting a costume or accessory shade 
in the fashion picture, thus providing 
an appropriate background to set off 
new footwear styles. The occasional 
grouping of chairs gives the depart- 
ment a friendly atmosphere. 


Boot and Shoe Recorder 

























In-Stock — Immediate Delivery 

The Bal in Black and Tan Kid 

The Blucher in Tan Kid and Black 
Kangaroo 


The Blucher also in Black Kid 
High Shoe 


AAAEEE .. . 5-14 


While we are proud of our achievements in youthful styling plus SOLID COMFORT 
_ . . and we are taking definite steps today to make Etonic Arch Shoes the outstandingly 
smart men’s comfort line in the Country . . . we are not neglecting your requirements 


for men of conservative taste — a trade important to your maintained profits, and 


particularly so today. 


Made in the Bootshop of CHARLES A. EATON COMPANY, Brockton 64, Mass. 


CUSTOM BOOTMAKERS FOR MEN SINCE 1876 
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Portfolio of Styles— 
Fall, 1944 


[CONTINUED FROM PAGE 27] 


has lost none of its elements of comfort 
or style appeal. 

This whole trend to broader bottoms 
is noticeable in all types of shoes from 
house slippers to play shoes to low heel 
casuals to tailored types and high heel 
dressy shoes. Even the more conser- 
vative style houses have introduced a 
Baby Doll last in their Fall lines. 
Used on high heel pump patterns, some 
with open backs, these lasts have given 
a style kick to lines which they have 
backed up to now. 

Among all the patterns for Fall the 
pump continues to hold first place. 
Number one favorite is the d’Orsay, in 
a surprising number of interpretations, 
including many Baby Doll lasts. We 
have illustrated just a few of them 
here. The opera pump, trimmed or 
untrimmed, also is an important Fall 
pattern. Wall lasts continue to be an 
important feature in pump patterns. 
A contrast to the strong trend to 
pumps is the revived interest in high- 
riding stepins such as the “Damascus” 
and apron fronts or the lower fronts 
popularized in the gypsy front stepins. 

Straps seem to be on the increase, 
beginning with the increase in spec- 
tator strap patterns already noted, and 
carrying through to dressy sandals. 
Here, opinion is that the bracelet strap 
is on the wane with the regular sandal 
strap staging a style come-back. The 
cross strap is reported to be on the way 
in again by some style houses, although 
others say that they always do a good 
business on this type. 


U. S. Shoe Corporation 
Wins Trade Mark Case 


CINCINNATI — On petition of The 
United States Shoe Corporation, plain- 
tiff, Judge John H. Druffel, in United 
States District Court for the Southern 
District of Ohio, Western Division, has 
granted a consent decree enjoining the 
Altman Bros. Shoe Mfg. Co., Edward 
E. Altman and Isadore Altman part- 
ners, and others, from “using or em- 
ploying the name ‘Jordan Cross,’ or a 
cross emblem or any other colorable 
imitation or close simulation of plain- 
tiff’s trade marks ‘Red Cross,’ ‘Gold 
Cross,’ and ‘Green Cross’ or the em- 
blems associated therewith, as a name 
for ladies’ shoes manufactured, used or 
sold by it or them; from using any 
trade mark phonetically resembling the 
marks of the plaintiff; from using any 
trademark which in appearance or sym- 
bolization resembles the marks of the 
plaintiff.” The Court finds that The 
United States Shoe Corporation is en- 
titled to the sole right to the use of 
these trade marks and symbols. ° 

Edward E. Altman, a partner in the 
defendant Altman Bros. Shoe Mfg. Co., 
and attorneys for the plaintiff consent- 
ed to the decree. 








KEEP AHEAD 
WITH 





Before rationing — why did 
children’s shoe business in 
department stores represent 
just one-half of one per cent 
of the stores’ total volume? 
Why was this business in most 
shoe stores so difficult to 
handle . . . so generally. un- 
profitable? 


The answer is crystal clear: 
Before rationing—few stores 
thought it worth while to 
promote Quality in Chil- 
dren’s Shoes. 


Today, dealers and mothers 
alike are discovering that 
Quality in children’s shoes 
does pay: in better fit, better 
wear, better value, better 
walking habits for the child. 
These facts won't be forgot- 
ten when rationing ends. 


That’s why the finest retail- 
ers in the country are pro- 
moting Dr. Posner’s Scientific 
Shoes . . . the Quality Shoes 
for Children “from cradle to 
college days.” 


Nationally Advertised! 
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